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We Now Present Our 
“Combination :3°° 


A NEW POLICY makes its bow. The “Combination 3°, devised by the Illinois Life, 


makes its appearance at a time when field men are clamoring for “‘low rate insurance”’. 
Let the following premium rates, shown at representative ages, speak for themselves! 


They surely will be heard even in these uproarious times when so many companies and agents 
are vying with each other in the ‘Free "Bus to the Astor House”’ huckstering for new business. 


Annual Premiums Per 81.000 


Age First 3 Years Thereafter Age First 3 Years Thereafter 
21 $ 9.59 $14.37 40 $12.27 $26.18 
25 9.87 15.96 45 14.36 32.18 

>» 30 10.35 18.48 50 18.38 10.41 
35 11.09 21.79 55 25.48 51.63 


*“Combination 3°° will be issued in the minimum amount of only $3,000 and while the rates 
are so low as will make silk-hat prospects and agents sit up and take notice, yet the MINIMUM 
amount insured is so reasonable that it is easily within the reach of the Average Man whose 
insurance interests we are proud to serve. 


**Combination 3°’ will not be issued for less than $3,000 or more than $100,000 at ages 21 to 
55 inclusive. 





“Combination 3” is an extra preferred risk policy for those employed in such pursuits and 
surroundings only as are entirely without physical or health hazards. Manual workers are 
not eligible unless engaged in such cultural professions as artists, draftsmen, sculptors, and 
the like. 


In this policy Illinois Life men have a working tool which is keen enough to cut through the 
resistance of the toughest **Low Cost” prospect. 





* The Illinois Life Insurance Company enjoys the distinction 


> of being the first legal reserve life insurance company, c 


_ now active, to be chartered by the State of Illinois. 
j - \ 


Illinois Life Insurance Co. 


Illinois Life Building Chicago 1212 Lake Shore Drive 


Raymond W. Stevens, President 
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Licensed to do Business in 32 States 


Write for General Agency Proposition 
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Essential Questions 
on Study Material. 
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THE DIAMOND LIFE BULLETINS 
420 East Fourth Street, 
Cincinnati, Ohio. 


Send me Mr. Thorp’s FREE Booklet, “The Swing 


of the Pendulum,” explaining the new Training Pro- 
gram. No obligation. 





Program for a whole year. 


6:00 with order, balance $2.00 a month. 
$1.00 per month additional if you want us to 
grade and criticize the Quiz Sheets. 
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Disability Recommendations Made 





Committee Suggestions 
or Uniform Provisions 





Standard provisions for total and per- | less than six months) immediately pre- 


manent disability benefits in connection 
with life policies are recommended by 
the joint committee of company actu- 
aries and state departments: 

Total and permanent disability provi- 
sions of contracts of life or endowment 
insurance (including term) and annuities 
(other than contracts of industrial or 
group insurance or group annuities), 
whether contained in the policies or in 
supplementary contracts, issued after 
Jan. 1, 1930, shall satisfy in substance 
the requirements set forth below: 

In construing these requirements: 

(1) Wavier of premium includes re- 
fund of waived premiums if paid. 

(2) The term “income payments” 
means monthly payments made in addi- 
tion to waiver of premium and all bene- 
fits otherwise provided by the contract. 


(3) The term “disability benefits” 
neans waiver of premium, or both 
waiver of premium and income pay- 
ments, whichever may be specified in 
the provision. 

What Maturity Means 
(4) The term “maturity” means, 


the case of endowment policies, the date 
on which the policy becomes payable as 
an endowment, and in the case of de- 
ferred annuities, the date on which pay- 
ment of annuity commences. 

(5) The term “age 60” means either 
actual or rated age 60 of the insured or 
the policy anniversary nearest thereto 
as may be specified in the provisions, 
and the term “age 65” shall be similarly 
construed. 

* 7 * 


1. FOLLOWING PROVISIONS ARE 
PRESCRIBED 


(1) That total disability is incapacity 
(resulting from bodily injury or disease) 


to engage in any occupation for re- 
muneration or profit. 

(2) That total disability which has 
been continuous for a period specified in 
the prrovision (not less than four 
months nor more than one year) shall 


De he — se permanent. 

; 3) That written notice of claim must 
be given to the company (a) during the 
lifetime of the insured, aand (b) during 
the period of disability. Failure to give 
notice within the time provided in the 
policy shall not invalidate any claim if 
it shall be shown not to have been rea- 
sonably possible to give such notice and 
that notice was given as soon as was 
Teasonably possible. 


Waiver of Premium 


(+) That if total and permanent dis- 
ability is established as required by the 
Provision, any premium or instalment 
thereof which fell due during such total 
continuous disability and during a 
Period specified in the (not 


provision 


in | 








ceding notice of claim shall be waived. 
(5) That if total and permanent dis- 
ability is established as required by the 
provision, which began after the due 
date of a premium or instalment thereof 
in default, but not later than the last 
day of grace, provided such due date 
was within a period specified in the pro- 
vision (not less than six months) im- 
mediately preceding notice of claim, 
disability benefits shall be allowed as if 
the default had not occurred, but the 
insured shall be liable for the premium 
in default with interest theron, if any. 
(6) That any dividends which would 
otherwise have become payable during 
disability shall be allowed as though the 


disability had not occurred, unless an 
annuity is provided as permitted by 
paragraph 12 hereof. 

(7) That upon recovery of the in- 
sured from total disability, disability 
benefits shall cease and premiums or 
instalments thereof becoming due after 


shall be payable. 
* * &* 


II. FOLLOWING PROVISIONS 
ARE PERMITTED 


(8) That the entire and irrecoverable 
loss of sight of both eyes or the sever- 
ance of (or alternatively, the entire and 
irrecoverable of the use of) both 
hands or of both feet, or of one hand 
and one foot, shall be deemed total dis- 
ability. 

(9) That disability occasioned by cer- 
tain risks or hazards specified in the 
provision shall be excluded from the 
coverage. 

(10) That the disability provision 
shall be canceled or modified in the 
event of the marriage of the insured if 
the insured is a female. 

(11) That disability 
payable either to the 
beneficiary. 


such recovery 


loss 


shall be 
or to a 


benefits 
insured 


Annuity Certain May Be Used 


(12) That in lieu of income payments, 
there shall be payable an annuity cer- 
tain for a period of not more than ten 
years, the present value of which shall 
be equal to the amount of insurance, 
but that upon recovery such annuity 
shall cease, and the insurance shall be 
restored at a proportionate premium for 
an amount equal to the resent value of 
the unaid instalments. 

(13) That in the case of endowment 
policies or deferred annuities income 
payments shall be made during the con- 
tinuance of disability after maturity, 
prov ided disability occurred prior to ma- 
turity and prior to the insured’s attain- 
ing age 60. 

(14) That in the case of endowment 
policies or deferred annuities maturing 
at an age not greater than 65, disability 
benefits shall be allowed wp to the date 
of maturity, in case the disability oc- 











Experts Who Studied the 


Disability Provisions 


James A. Beha, 
then superintendent insurance 
of New York, appointed the fol- 
lowing committee: John M. Laird, 
vice-president Connecticut General 
Life; James F. Little, associate 
actuary Prudential; Arthur 
Hunter, second vice-president and 
chief actuary New York Life; 
Alexander T. Maclean, second 
vice-president and actuary Massa- 
chusetts Mutual Life, and James 
D. Craig, actuary Metropolitan 
Life who acted as chairman. 

On Dec. 12, 1928, at the regular 
meeting of the National Conven- 
tion of Insurance Commissioners, 
a resolution was adopted favoring 
uniform disability clauses in life 
insurance policies and the follow- 
ing committee was appointed to 
consider the general question: 
William G. Hayes, assistant actu- 
ary Virginia; Russell C. Hooker, 
actuary Connecticut; Arthur B., 
Lines, actuary Massachusetts; 
Walter A. Robinson, actuary 
Ohio; Grady H. Hipp, actuary 
New York who is chairman. 


° 
karly in 1928 


ot 











atttained 
date of maturity. 

(15) Any other provision not incon- 
sistent with these requirements which 
may be necessary to the efficient admin- 
istration of the coverage provided and 
the protection of the interests the 
insurer or the insured. 


curred after the insured 


60, but before the 


age 


or 


Other Permissive Provisions 


pe rmit among 
following: 


The intention is to 
other provisions such as the 
(a) That proof of disability shall be 
m . at the time and in the form and 
manner as specified in the provision. 

(b) That the insurer may require 
proof of continuance of disability, in- 
cluding examination of the insured by 
the insurer at reasonable intervals. 

(c) That the insured may not convert 
the policy to a higher premium plan 
during continuance of disability. 

(d) That the insured may not change 
the mode of premium payment during 
the continuance of disability. 

(e) That a proportionate reduction of 
income payments, accompanied by re 
turn of premiums paid on the amount 
of such reduction, may be made in case 
the aggregate monthly amount payable 
to the insured on account of disability 
exceeds the percentage specified in the 
provision (not to exceed 100 percent) 
of monthly earned income at date of 
disability, or alternatively at date of 
application. 

III THE FOLLOWING PROVI- 
SIONS ARE PROHIBITED 

(16) That disability benefits shall be 
allowed for disability other than that 
defined as total and permanent by para- 
graphs 1, 2 and 8 hereof. 

(17) That disabilitv benefits shall 

(CONTINUED ON PAGE 34) 


be 


Joint Committee 


| Turns in Report 


Actuaries from Companies 


and 
State Departments Comment 
on Disability 


|PRACTICES ARE VARIED 


Hope Is Expressed That Departmental 
Rather Than Legislative Action 
Be Used as Corrective 


NEW YORK, May 23.—The joint 
committee of company actuaries ap- 
pointed by the New York department 
and the National Convention of Insur 
ance Commissioners to consider stand- 
ard provisions for total and permanent 


disability benefits has made its report 
The 
The two committees have been in con- 
the 


agree- 


committee says in its report: 


ference and have agreed upon en- 


closed recommendations rhis 


ment was reached after conference with 
many company representatives and the 
recommendations have been largely in 
fluenced by the desire of the commission- 
for uniform provisions. This has 
necessitated recommending requirements 
that would eliminate certain benefits 
now being granted by a few companies 


ers 


which may not constitute unsound 
underwriting, but the elimination of 
which would tend to bring about the 
desired uniformity. In some respects 
the recommendations represent a com 


promise between opposing points oi 
view. For example, the recommendation 


of a waiting period of from four months 


to one year, with no income payment 
before the end of such period, repre- 
sents a compromise between the com- 
panies which did not desire any fixed 


period after which total disability would 
be presumed to be permanent and the 
companies which preferred a_ three 
months waiting period with retroactive 
payments 
Definition of Disability 

Generally Recognized 

The 


would 


that benefits 
event of disa- 
60 instead 
it was felt 
the main 


recommendation 
be allowed in the 
bility occurring prior to age 
of age 65 was made because 
that this would accomplish 
purpose of the benefit, while extension 
to age 65 would involve a greatly in- 
creased hazard and cost. The same 
fundamental reason caused the recom- 
mendation excluding any increase in 
disability benefit beyond 1 percent a 
month. 

Total disability has been defined in 
accordance with the definition now in 








(CONTINUED ON PAGE 34) 
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Acacia Mutual's 








Predicts Premium Cut 


WASHINGTON, D. C., May 23.—William Montgomery, president of the 
Acacia Mutual Life, which materially reduced its rates three years ago, has issued 
a statement predicting that mutual companies will soon be writing insurance at 


much lower cost. 
gomery said: 


In speaking of the Acacia Mutual’s experience, Mr. Mont- 


“Three years ago, after many years of careful investigation, the directors of 
the Acacia Mutual céncluded that the premiums charged by the mutual old-line 
companies could be reduced materially and still be sufficient to guarantee tnsur- 
ance beyond question. Their searching study of the rate system revealed that 
the system of refunding the unnecessary part of the premium in the form of a 


dividend was not economical inasmuch 
as taxes, fees, agents’ commissions and 
other expenses had to be deducted be- 
fore anything could be refunded. In 
effect, the system involved taking a 
more than needed premium from the 
policyholder and then assessing him a 
handling charge upon his money before 
returning it to him. 


Stock Companies Successful 


“A further revelation of the inquiry 
was that stock companies, selling insur- 
ance as merchandise and promising their 
policyholders no dividends, were highly 
successful as a whole despite the fact 
that their premium charges were lower 
than those of mutual companies. The 
success of these companies, the fact that 
they were paying such large dividends to 
their stockholders, and the increased 
value of their stock, clearly proved their 


stability and general soundness. It was 
evident, in these conclusive findings, 
that a mutual company also could 


operate successfully under a_ reduced 


Homer Guck Now Publishes 


Chicago Herald-Examiner 


Homer Guck, who has been general 
manager of the San Francisco “Journal,” 
the Hearst publication, has been pro- 
moted to publisher of the “Herald-Ex- 
aminer” of Chicago, the Hearst morning 
paper in that city. Mr. Guck has had 
a rapid rise since he left the general 
business field to return to newspaper 
work. He was assistant to the president 
of the Detroit Life, having gone into the 
insurance field from newspaper work in 
upper Michigan, where he was editor of 
the “Daily Mining Gazette” of Hough- 
ton. He then went with the Union 
Trust Company of Detroit and became 
vice-president, but was snapped up by 
the Hearst people and for a while was 
located in New York until he got his 
bearings. Mr. Guck will be remembered 
by life insurance men who attended the 
meeting of the American Life Conven- 
tion in Detroit a few years ago as an 
exceptionally qualified man in adminis- 
tering an affair of that character. Plaud- 
its came to him from every direction 
following the convention. Mr. Guck has 
now arrived in Chicago and has taken 
his new berth as the guiding hand in 
the “Herald-Examiner.” 


Tax on Deferred Dividends 


The United States Supreme Court in 
the case of Lucas vs. Alexander has 
ruled that on a 10-payment life policy 
issued in 1899 on the deferred dividend 
plan, the taxable income upon surrender 
of the policy in 1919 is the difference 
between the amount received by the 
insured and the value of the policy in 
1913, 


Renew 75 Percent 


Forty agents of the Central States 
Life of St. Louis, Mo., having $10,000 
or more exposed business for the first 
two months of this year have renewed that 
business 75 percent or better, according 
to the home office records of the com- 


pany. 








schedule of premium charges, with in- 
creased benefits to its policyholders. 
“It must be conceded that the step 
was a bold one—even though based upon 
the most diligent and completely affirma- 
tive research—but in April, 1926, the 
Acacia adopted a schedule of premium 
rates reduced to the low level of those 
established by stock companies. Three 
years have proved the wisdom of that 
step and have proved that insurance 
thoroughly guaranteed can be written by 
mutual companies at rates directly com- 
parable to those established by stock 
companies and besides pay good divi- 
dends. 
Publie Will 


“The results attendant upon this de- 
parture, this modernization in insurance 
practice, clearly indicate that within a 
reasonable time mutual companies will 
be selling insurance at lower rates. In 
the judgment of the Acacia’s directorate, 
the insurance buying public will ihsist on 
these reduced premium schedules be- 
cause of the savings which will result.” 


Ask Reductions 


Proposes Organization 
for Insurance Education 


Z. A. Faison, Jr., agent of the Pacific 
Mutual Life in Sebrell, Va., has ad- 
vanced a suggestion for the organization 
of an association of insurance education 
to compile and study figures relating to 
all branches of insurance and to interpret 
these with reference to the sociai and 
economic value of insurance. Mr. 
Faison gives it as his opinion that the 
first requirement would be the collec- 
tion of suggestions for courses of study 





Claims Follow Fire 











Group life insurance to be paid to 
estates of employes of the Cleveland 
Clinic who died in the catastrophe last 
week will probably run to $300,000. Of 
course there will be much regular life 
insurance to be paid, as many doctors 
were involved. Accident insurance 
policies for the most part will have dou- 
ble indemnity to pay because of the 
burning building feature. Death in a 
burning building is in almost all double 
indemnity provisions. The amount of 
personal insurance has not been ascer- 
tained. It will run up into large 
amounts, however. 

Eighteen of the clinic employes who 
were killed were insured by the Con- 
necticut General under a group plan, the 
policies ranging in amounts from $500 to 
$2,000. Besides the 18 who were killed 
and are covered by Connecticut General 
group insurance, several more claims 
involving life and accident are expected 
by the company. The total number of 
employes under the Connecticut General 
group insurance at the clinic is 282, 
chiefly nurses and clerks. All except 
physicians and those in the employ less 
than six months are covered. 








from officers, general agents, superin- 
tendents of agencies and field men of 
life companies; officers, state agents and 
underwriters of fire companies; profes- 
sors and students in schools of busi- 
ness, insurance and economics; and the 
insurance journals. Mr. Faison believes 
that a special value would attach to sug- 
gestions from those concerned with the 
educational department of life insurance 
companies. He announces that he will 
undertake a compilation of the sugges- 
tions if they are sent to him. 


New York Life Investments 


The first four months of 1929 New 
York Life invested $20,619,726 in 1,111 
mortgage loans distributed throughout 
the United States and Canada. Of this 
amount, $4,521,225 was loaned in New 
York, $2,555,525 in California, $2,161,- 
375 in Ohio, $1,649,100 in Illinois, $1,- 
017,530 in Washington, and the remain- 
der in various other states and in 
Canada. On May 1, 1929, the total out- 
standing mortgage loan investment of 
the company amounted to $537,986,973. 











Program of Penn Mutual Meeting 








The program for the Penn Mutual 
Agency Association convention at White 
Sulphur Springs May 28-31 is: 

May 28 

10 a. m.—Business Meeting, to be fol- 

lowed by an Executive Session. 
J. Edward Durham, Presiding 

2 p. m.—(a) Introductory, President 
of the Penn Mutual Agency Association. 

(b) Legislation, Vice-President Wil- 
liam H. Kinsley. 

(c) Address, Vice-President 
Hart. 

(d) Keynote, John A. Stevenson, man- 
ager of the home office agency and gen- 
eral agent in New York. 

May 29 
Mortimer R. Miller, Presiding 
Recruiting 

9 a. m—(a) Sources of Agents Re- 
cently Recruited, Robert T. Shipley, Ok- 
lahoma City; John E. Murray, Cleveland; 
E. E. Spear, Council Bluffs, Ia.; Dorion 


Hugh D. 


Fleming, New Orleans: C. C. Rossey, 
Educational Director, J. Elliott Hall 
Agency. 


(b) Stimulating the Old Organization 
to Recruit, E. R. Eckenrode, Harrisburg, 
Pa.; Joseph F. Grant, Seattle, Wash.; E. 
G. McWilliam, New York. 

(c) Evaluation of Company Recruit- 
ing Plans, Harry W. Albright, Albany, 
N. Y.; John P. Gomph, Toledo, O.; Will 
O. Ferguson, Los Angeles. 

(d) Selling the Business, 
Johnson, Pittsburgh, Pa. 

(e) Summary, E. Paul Huttinger, As- 
sistant to Vice-President. 


Holgar J. 


8 p. m.—Round Table Discussion, 
Robert Dechert, Vice-President and 
Counsel, Presiding, in association with 
George R. White, Actuary; Dr. James P. 
Hutchinson, Associate Medical Director, 
and Malcolm Adam, Supervisor of Appli- 
cations and Death Claims. 

May 30 
J. Elliott Hall, Presiding 
Training 
9 a. m—(a) Value in Recruiting, 
Frank M. Kinney, Springfield, Mass.; C. 
Wesley Goyer, Supervisor, Bolling Sibley 
Agency. 

(b) Value in Production, Ralph G. 
Engelsman, New York; John P. Davies, 
Oakland, Cal. 

(c) Training Methods for New Men, 
John J. Outcalt, Birmingham, Ala.; 
Manuel Camps, Jr., Providence, R. L.; L. 
G. Saunders, Supervisor, John A. Steven- 
son Agency. 

(d) Training Methods for Old Men, 
David B. Adler, New York; W. Stanton 
Hale, Acting Manager, Atlanta, Ga.; S. F. 
Thompson, Home Office Representative. 

(e) Summary, Vincent B. Coffin, Di- 
rector of Education, 





May 31 
Frank H. Davis, Presiding 
Supervision 

9 a. m.—(a) For the Beginning Agent 
in the City, Lee M. Gillette, Detroit, 
Mich.; John B. Cary, Richmond, Va. 

(b) For the Beginning Agent in the 
Country, Karl EB. Madden, Davenport, 
Ja.; L. L. Newman, Fort Wayne, Ind. 





May 24, 1929 





Major Problems 
Before Life Men 


Disability Benefits and Large 
Risks Discussed at Medical- 
Actuarial Conference 


NEED BETTER SELECTION 


Greater Care in Securing Information 
Is Essential to Protect the 
Companies 


NEW YORK, May. 23.—Disability 
underwriting was listed as the major 
problem now before life companies by 
the majority of the actuaries and med- 
ical directors speaking at the joint un- 
derwriting conference held in New York 
last week. This vexing item again came 
vp for careful consideration, being one 
of the two subjects under discussion at 
the conference. No tangible results 
were achieved by the meeting, but there 
was a free exchange of thought on the 
subject and those interested in the solu- 
tion of the problem were brought closer 
together in the study of the details. 
Large risk underwriting, the other major 
problem considered, was recognized as 
a major problem and a vexing one, but 
the disability clause was seen as even 
more important, because it involved both 
disability underwriting and large risk 
underwriting, itself. 

Has Come in Insidiously 


It was pointed out by the first speaker 
that disability has come very insidiously 
into the life insurance business in recent 
years until it is today the major prob- 
lem before the home office men. Others 
emphasized this, speaking both from an 
actuarial and a medical standpoint. In 
seeking a solution for the difficulties, 
many phases of the problem were con- 
sidered. It was suggested that greater 
care be taken in searching out the 
essential information regarding the risk. 
As in the case of big risk business, it 
is important to closely watch the three 
important factors of selection, physical, 
agency and financial. Many large claims 
are now being paid on which there is 
great doubt as to the validity, though 
nothing can be done about it—except 
that, had closer underwriting been done 
and the information that later developed 
been brought out on application, these 
risks would not have gone on the books. 


Changes in Claim Causes 


The need for greater selection care 
was shown by citation of the distribu- 
tion of claims in one company. That 
company a few years ago had 40 percent 
of its disability claims in the tuberculosis 
classification, whereas today it is only 15 
percent, other groups having come into 
preponderance notably. Accidents con- 
stitute 15 percent of its claims now, 
insanity and nervous prostration 10 per- 
cent, heart disease 7 percent, appen- 
dicitis, stomach and intentinal troubles 
7 percent and rheumatism 5 percent. 
All of these should be vigorously cut 
down in proportion and could be, were 
the risks more closely watched, many 
of the claims studied showing uninsur- 
able risks on this item. History is often 
inadequately listed and companies have 
been too lax in the investigation of the 
past of the applicant and his family. 
As a result the claims have mounted. 
Disability has become an increasinly im- 
portant one. It has becomea basic factor 
with many policyholders. As one actu- 
ary stated, in many cases agents have 
developed into disability salesmen, sell- 

(CONTINUED ON PAGE 34) 
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Selecting Large 
Risks Discussed 








“Best Minds” Consider Problem 
of Underwriting of Jumbo 
Lines 


NO TANGIBLE RESULTS 





Medical, Agency and Financial Selection 
Three Main Factors—Question of 
Limits Difficult 


23.—Actuaries, 
super- 


NEW YORK, May 
medical directors and selection 
visors from all parts of this 
and Canada gathered in New York last 
week for a joint conference on under- 
writing problems, giving their attention 
to the two major problems now before 
the business, large risk selection and dis- 
ability underwriting. No tangible re- 
sults were achieved, as it was strictly 
an informal meeting, but it was produc- 
tive of a free expression of opinion by 
the leaders in all three divisions of un- 
derwriting and pointed towards a home 
office cooperation that should go far to- 
wards improving basic conditions. Sev- 
eral expressed their gratification over 
the gathering of these three groups and 
John K. Gore, vice-president of the 
Prudential, voiced the hope that it would 
be permanently and definitely organized 
as a regular unit in the business. This 
was taken under advisement and the 
two organizations, the Actuarial Society 
and the Association of Medical Di-/ 
rectors, may take action towards this 
ior future gatherings. 

Comments by Able Men 


country 


The seriousness of the situation in 
which the business stands in regard to 
the two problems under consideration 
was stressed by all. James D. Craig, vice- 
president of the Metropolitan and presi- 
dent of the Actuarial Society, and Dr. 
J. A. Patton, medical director of the 
Prudential and president of the Medical 
Directors Association, presided over the 
meeting and called on the members ot 
their respective organizations and also 
representatives of the selection depart- 
ments of the member companies. Such 
higures as Arthur Hunter, E. B. Morris, 
Oscar Rogers, Dr. William Muhlberg, 
John G. Parker, M. W. Torrey, Law- 
rence M. Cathles, John K. Gore and 
many others took part in the discus- 
sions and the ablest minds in the busi- 
ness were brought to bear on the sub- 
jects under consideration. 


Large Risk Selection 


In order to induce freedom of ex- 
Pression, it was agreed that no personal 
or company references would be made 
by the press, but the general trend of the 
discussion can be clearly outlined. Large 
risk selection was the first subject taken 


up and this was closely analyzed by 
those present. It was pointed out at 
the outset that the problem falls into 
three general classifications, medical se- 
lection, agency selection and financial 
selection, and each must be considered 
betore the matter is understood. As for 


the first, it was pointed out that great 
caution must be taken in gathering 
roper information for medical selection. 
It was suggested that certain medical 
examiners be retained on a basis differ- 
ent from the customary fee, to handle 
large risks on some definite salary 
In this manner, they would have 
company’s interest at heart and not 
regard the case as a routine fee pro- 
ducer. It was also suggested that the 
use of examiners of one company by 


basis, 


the 
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Great Gains Are Shown 
on Last Year’s Business 


Figures taken from the new Unique Manual-Digest, 


which will be off the 


press of THE NATIONAL UNDERWRITER within a week, show substantial gains were 
made by the 287 legal reserve life companies on which reports are made. It is 
noticeable that $224,000,000 more premium income was received by the companies 


in 1928 than in 1927 


figure of $213,000,000, which would indicate that life 


In the gain in total paid to policyholders, there is the large 


insurance payments are 


beginning to grow as fast as premium income. 
Of the net gain in force there is an increase of approximately $9,000,000,000, 


and all but $1,000,000,000 is accounted for through ordinary business. 

The figures are: 
Report - ae 
Dec. 31, 


surplus also reflect large gains. 


Assets and 


Report as of Increase of 


Dec. 31, 1927 


ee ee .§ 499, 361. 389 $ 433,957,634 $ 65,394,225 
OO Ry ee 2,101,347,737 1,998,002,181 103,345,556 
Industrial Premiums................ 605, 874, 160 550,003,031 55,871,129 
Total Premium Income.............. 3 266,573,756 2,981,962, 846 224,616,910 
Total Paid Policyholders..... 1,785,004,309 1,571,881, 117 213,123,192 
te aioe tee hhe an caeweee 21,098,832,916 18,844.791.7 728 2,254,041,188 
Net Gain in Force......... 8,914,623,815 7,715,799,550 1,198,824,265 
Insurance in Force: 
Pe i vcéaeiectaeeiuend 74,787,229,388 7,918,445,456 
SS Senne ar 8,034, 975,231 28,752,079 
DI! skceeravkwedendbokaeeee 16,343,220,901 967,426,280 
Dt Kituvivadiaantnaen eee &d 99,165,425,520 8,914,623,815 
PD Bn cccnncenéeeeseee 16,895,241,512 1,766,417,909 
ORR Ss ee ee 149,726,951 16,136,833 


Unassigned Funds 
Contingency (surplus funds set aside) 


another be eliminated in big cases, as 
it does not give the proper basis for 
selection. A fresh examination by the 
company’s own man, whose work is 
known, should be made. Furthermore, 
it was suggested that one of the major 


handicaps is speed and that the exam- | ; 
business 


iner should be granted more time to 
secure adequate information and _ the 
home office more time in studying this 
information thus collected. 


Should Know Agents 


As for agency selection, it was pointed 
out that a very serious situation has 
developed in recent years. 
past two or three years the tide has 
turned in the wrong direction in large 
risk mortality and it is in the past two 
or three years that the notable develop- 
ment of large 
into vogue. Now there are many agents 
and especially unattached brokers who 
are presenting jumbo lines to a broad 


701,470,381 
416,935,687 


| 


93,643,105 
35,719,409 





recent years, knowing the selection busi- 
ness even better than the home offices 
and thus pushing through cases which 
ere later regretted. To prevent this, it 
is essential that the company know its 
agents and any from whom business 
is accepted. It should know the type of 
these agents and brokers are 
in the habit of presenting, for they 
usually follow true to a type. It was 
generally deemed wise to discourage the 
indiscriminate acceptance of large lines 
from unknown men, 

On the item of financial selection, it 


| was emphasized that both a credit and 


During the | 
| possible 


| at once 


risk brokering has come | 


range of companies—and whose activi- | 


ties are not known to the home offices 
to whom the business is presented. This 
is a dangerous item, 
brokers are not wholly above suspicion 
as to the nature of their underwritings. 
Several, in fact, suggested that certain 
of these agents and brokers have become 
very keen “underwriters” of a type in 


for many of these | 


a financial report should be secured if 
and if impossible, doubt should 
center on the case. 





Stress on Borderline Cases 


Particular stress was put on the 
matter of borderline cases and especially 
in the cutting of lines by companies on 
such cases. Often the full line will not 
be written except at a se rious rating up, 
but a small unit will be taken as stand- 
ard. This was generally condemned by 
actuaries and medical men alike, as 
breaking down the underwriting basis. 

There was some discussion as to the 
limits to be written, in order to produce 
sound underwriting. Some have a maxi- 


(CONTINUED ON PAGE 25) 
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Insurance Trust 
a Great Growth 


Vice-President Linton of the 
Provident Mutual Makes 
Some Observations 


|'CAUSE FOR DEVELOPMENT 


1928 Over 1927 | 


| Provident 





Right to Exercise Discretion on Part 
of Trustee Appeals to Many 
Policyholders 


the 
mecting 
discussed the 
Arthur Hunter 
“Trust Agrec- 


-President M. A. Linton of 
Mutual Life 
Actuarial Society 
paper of Chief Actuary 
New York Life 
ments in Connection with Life ] 
He 

“Mr. Hunter’s paper, in 
review of the 
the 


Vice 
at the 
of the 


of the on 


*olicies.” 


said in part: 


addition to its 


useful history and pres- 


ent status of settlement options 


under life policies, is especially interest- 


ing because it gives us concrete infor- 
mation about settlement options and 
trusts as administered by the New York 


Life. In comparing the two plans Mr. 
Hunter makes the point that in general 
the beneficiaries are afforded greater 
protection under a New York trust than 


under an endorsement of a settlement 
option. 
Laws That Govern 
“Under some circumstances the trust 


settlement is more satisfactory because 
it is governed by the laws of the state 
in which the life company is located and 
not by the laws of the state in which 
the policy is delivered. He also points 
out that the trust method is useful when 
it is desired to combine the proceeds of 
several policies in one distribution plan. 
Since the life company does not accept 
trusts involving the exercise by the trus- 
tee of discretionary power in the admin- 
istration of the fund, the two forms of 
settlement from the point of view of 
the beneficiary are alike as far as flexi- 
bility is concerned. 
Remarriage Contingency 


differences in the 
Hunter does not 
24) 


“Whether there are 
matter of taxation Mr. 
(CONTINUED ON PAGE 
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E. J. BRAND 
President 


GLENN H. KNIGGE 
Vice-President 











CHARLES 0. REYNOLDS 
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Craig Again Elected to 


Head Actuarial Society | 


MURPHY BECOMES SECRETARY 


Organization Accomplishes Much Under 
Leadership of Metropolitan Life 
Official—Other Officers Retained 


NEW YORK, -May 23.—James D. 
Craig, vice-president and actuary of the 
Metropolitan Life, was reelected presi- 
dent of the Actuarial Society of Amer- 
ica at its annual meeting here last week. 
This is the fourth term Mr. Craig has 
served as president of this organization, 
once in 1914 and for the two past years. 
During his leadership, the society has 
accomplished much and taken many for- 
ward steps. He has led in the study 
of several of the most important prob- 
lems before life underwriters, notably 
the revision of Section 97, the standard- 
ization of the disability clause and the 
matter of large risk selection, as well as 
heading up the study of group insur- 
ance under the separate group asso- 
ciation. 

With one exception, the other officers 
were reelected. John S. Thompson, 
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| vice-president and mathematician of the 


| 
| 
| 





Mutual Benefit Life, asked to be relieved 
of the duties of secretary, in which 
capacity he has served for five terms. 
R. D. Murphy of the Equitable Life of 
New York, was elected secretary to suc 
ceed him. E. W. Marshall of the 
Provident Mutual Life was elected treas- 
urer, continuing his appointment to that 
office, following the death of D. G. 
Alsop of the Provident Mutual, who was 
elected to that office last year. The 
other officers elected were: Vice-presi- 
dent, E. B. Morris of the Travelers and 
J. G. Parker of the Imperial Life of 
Canada; editor of the “Transactions,” J. 
M. Laird, Connecticut General Life. 
John S. Thompson, J. R. Larus, H. H. 
Wolfenden and J. B. Maclean were 
elected members of the council of the 
Actuarial Society, with terms expiring 
in 1932 and Arthur Coburn, vice-presi- 
dent of the North American Reassur- 
ance, was elected to the council for a 
term expiring in 1931. 


Ford Made General Agent 

The Pacific Mutual Life has an- 
nounced appointment of Robert H. Ford, 
to be general agent for the western 
Kentucky section with offices at 452 
Starks building, to succeed Robert L. 
Coleman, deceased. Mr. Ford has been 
connected with the company in Ken- 
tucky for five years. 
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ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 














Royal Union Life Building 
Cor. Seventh and Grand Ave., 
Des Moines, Iowa 


ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 
A. C. TUCKER, President 





with men. 


Policies for 
the Entire Family 


The Royal Union offers policy 
contracts at every age from one 
day old to age 60. 


Our Juvenile policies, written on 
children as young as one day old, 
go into full benefit automatically 
at age 5 without re-examination 
—a big winner! 


We write women on equal basis 
We feature a special low-rate 


policy to business and profes- 
sional men. 




















E. J. Brand Expands His 
Lincoln National Agency 


TAKES T. M. KNOX’S BUSINESS 


Glenn H. Knigge Made Vice-President, 
C. O. Reynolds Secretary-Treas- 
urer of New Firm 


E. J. Brand & Co. is the new name 
of the Chicago general agency of the 
Lincoln National Life that has been or- 
ganized by Mr. Brand to handle the 
business of his agency and that of the 
Chicago Lincoln National agency for- 
merly headed by the late Thomas M 
Knox. Mr. Brand is president of the 
corporation, Glenn H. Knigge is vice- 
president and C. O. Reynolds is secre- 
tary-treasurer. The company will mov 
from the quarters of the present Brand 
agency in the Adams-Franklin building 
to larger quarters at 1149-57 in the same 
building. 

Following the recent death of Colonel 
Knox, who had served the company as 
general agent in Chicago for 10 years 
the Lincoln National deemed it advisa- 
ble to consolidate the two agencies un- 
der Mr. Brand’s direction. The Brand 
organization has _ developed _ steadily 
since it was established late in 1927 and 
has outgrown its present offices. This 
together with the annexation of the 
Knox account makes larger quarters 
imperative. 


Starts from “Scratch” 


When Mr. Brand joined the Lincol: 
National after five years’ service with 
the former Bowes, Rogers, Tansill & 
Welch organization in Chicago as head 
of the life department, he had an offic: 
and a secretary, but no prospect cards 
and no agents. On the basis of a defi- 
nite plan of operation, however, he has 
built an agency organization that in- 
cludes three district agencies. Two more 
district agencies will be established, one 
on the near north side of Chicago and 
one on the northwest side. The district 


agencies already established are: Joh: 
W. Wheatley agency, 622 Diversey 
parkway; Earl W. Weinstein agency 


3207 W. Harrison street; John P. Mil- 
ler agency, which covers Rogers Park 
and is operated from the Brand down- 
town office. 

The agency also has a good sized staff 
of flull-time solicitors and the staff will 
be increased under the new plan of op 
eration. 

Knigge Travelers Trained 


Mr. Knigge is, like Mr. Brand, a for 
mer Travelers man. Following a period 
of general sales experience throughout 
the United States, Mr. Knigge joined 
the Travelers in ‘Chicago in 1924, under 
the late Manager W. H. Kolb. He was 
called to the home office in Hartford 
early in 1926 to work as assistant to 
Vice-president H. H. Armstrong in the 
agency department, in the capacity of 
agency assistant. In this work he trav 
eled between Hartford and New York 
At the end of January this year he re- 
turned to the Chicago branch of the 
Travelers as assistant manager. He re- 
signs this post to join the Lincoln Na- 
tional. As vice-president of the new 
agency corporation he will spend |! 
time in the field as head of the broker 
age department, handling substandard 
juvenile and excess lines. 


Reynolds Former Financial Man 


Mr. Reynolds has been an execut 
in the investment business in Chicago 
for the last 22 years. He is known 
throughout Chicago financial circles and 
also is well known to a large group 0! 
insurance men. In his capacity of sec 
retary-treasurer of the agency compat) 


he will manage all office details and 
will take care of the office brokerage 
work. 


ur- 


Mr. Brand has been in the life ins 
(CONTINUED ON PAGE 25) 
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Pennsylvanians 
Honor Kingsley 


Reelected President of Federation 
at Annual Meeting, Held at 
Allentown 


NOTABLE PROGRAM GIVEN 


Cooperation of All Classes of Business 
Stressed by Speakers at Annual 
Insurance Day Sessions 


NEW OFFICERS ELECTED 
President—William H. Kingsley, Phila- 


delphia, 

First Vice-President, Frank D. Busser, 
Philadelphia. 

Viee-Presidents—Charles H. Holland, 
Philadelphia; Thomas RB. Donaldson, 


Newark; Walter G. MeBlain, York: R. R. 
Helms, Reading; W. 8S. Palmer, Sharon; 
G. HK. Dette, Philadelphia; W. E. Quintin, 
Pottsville; W. F. Kendrick, Philadelphia; 
W. L. Anthony, Pittsburgh. 


Treasurer—J. D. Pharaoh, Philadel- 
phia. 

Secretary-Manager—Homer W. Teamer, 
Philadelphia. 


Assistant Secretary—Mary H. Fireng, 

Philadelphia. 
BY CHESTER C. 'NASH, JR, 

ALLENTOWN, PA., May 23.—At 
the annual meeting of the Pennsylvania 
Insurance Federation, observed by three 
insurance days here this week, William 
H. Kingsley, vice-president of the Penn 
Mutual reelected president. 
For the first time the federation, in trib- 
accomplishments, re- 


Life, was 


ute to the year’s 
elected the entire slate with the excep- 
tion of two vice-presidents to succeed 
The insurance days 
were again eminently successful, carry- 
ing on Pennsylvania’s reputation in or- 
ganizing leadership. Plans for the com- 
ing vear promise continued and increased 
activity. 


two who withdrew. 


Cooperation Ix Keynote 


Cooperation of all component parts of 
the great institution of insurance was 
the keynote of the convention, many 
speakers citing the progress in this con- 
nection thus far and pointing to greater 
cooperative efforts for the future. Presi- 
dent Kingsley in his annual address 
sounded this keynote. He pointed to 
the 10 affiliated organizations which go 
to make up the central unit, each with 
an apparently different interest and yet 
each with the common interest of insur- 
ance development. 

He made a plea for greater coopera- 
tion, each putting aside its own petty 
desires in the interest of the greater 
problems. Citing life insurance as an 
example, which has come in 15 years 
from isolation to close cooperation, he 
pointed to the great good which can 
accrue to insurance as a whole from 
the extension of this principle to all 
classes. He particularly urged the co- 
ordination of home office and field, the 
basic units of the business, best attain- 
able through just such efforts as those 
of the federation. 

Program Is Well Balanced 


The federation’s program was a well 
baanced one with all phases of the busi- 
ness well represented and ample enter- 
tainment provided. H. W. Teamer, 
secretary-manager, proved an able di- 
rector for the three-day event. The first 
two days were devoted to business, with 
entertainment for the spare hours, and 
the third day was given over entirely 
to entertainment. On the second morn- 
ing a round table breakfast was held, 
repeating last year’s success, and Wed- 
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BUSER, Philadelphia 
First Vice-President Pennsylvania 
Federation 





nesday afternoon the convention divided 
into several groups, each devoted to one 
phase of the business. 

Harry I. Kock of Altestewn presided 
at the opening as general chairman and 
also gave the address of welcome in 
the absence of the mayor, detainel by 
ill health. The response was voiced by 
W. F. Kendrick, president of the Com- 
monwealth Casualty and ex-mayor of 
Philadelphia. The balance of the first 
morning’s session was given over to 
formal talks. A. S. Galland, president 
of the Pennsylvania Association of In- 
surance Agents, told of that body's aims 
and pledged its support to the federa- 
tion. A talk on sprinkler service as 
an agency aid by Fred D. Schnebbe, 
president of Schnebbe & Co., New York, 
closed the session. 


Holland Is Afternoon Chairman 


Charles H. Holland, president of the 
Independence companies, opened the 
afternoon session as general chairman. 
Austin J. Lilly, general counsel of the 
Maryland Casualty, talked on legal 
phases of the insurance contract and 
spoke particularly of automobile prob- 
lems. He suggested the advisability of 
a rider for Pennsylvania policies to cover 
the assureds in New York. 

Jesse S. Phillips, president of the 
Great American Indemnity and former 
insurance commissioner of New York, 
spoke on the trend of insurance legisla- 
tion and particularly urged federation 
members and all in the insurance busi- 
ness to aid in the checking of the prev- 
alent modern disease of legislative itch. 

The latter part of the afternoon ses- 
sion, with Senator W. R. Roberts as 
chairman, was devoted to a discussion 
of advertising. The company slant was 
given by Clarence A. Palmer of the 
North America and the agent’s slant by 
Harry L. Godshall, local agent at At- 
lantic City. Mr. Palmer outlined the 
North America’s “White Fireman” cam- 
paign. Mr. Godshall gave a detailed ac- 
count of his advertising during his 13 
vears of successful agency operations, 
showing the valuable results from this 
expenditure, which is now over $6,000 
annually. The annual business session 
concluded the Tuesday afternoon ses- 
sion. 


Talks on Life Insurance 


Kendrick and W. L. Anthony 
are the two new vice-presidents, suc- 
ceeding William Embery and R. L. 
Rodgers. The directors were reelected, 
Robert Dechert, Henry G. Scott, C. M 


W. F. 
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| Safety Fund of H artford 
Life Now Nearing Its End 


A decrease of $326,000 in the insur- 
ance in force in the men’s division of the 
safety fund department of the Hartford 
Life during the year ended March 31, 
is indicated in a report filed with the 
Connecticut department. 

The amount of insurance in force 
now stands at $1,812,500. The number 
of certificates in force declined during 
the year from 1,203 to 1,023. The 
amount of decrease in insurance in force 
in the first quarter was $95,500 and the 
certificates in force declined by 52. 

Will Be Distributed 


When the amount of insurance in the 
men’s division is reduced by death and | 
lapsation to $1,000,000, the safety fund 
will be distributed proportionately, in 
accordance with a decision handed down 
by the Connecticut supreme court sev- 
eral years ago. This will result in pay- 
ing off each certificate at approximately 
its face value. On the basis of average 
decrease for the past severa! years, the 
distribution might be expected to take 
place in the next few years. 

A decrease of $65,000 in the women’s 
division of the fund is reported for the 
past vear, making the amount of insur- 
ance now in force in this division $290,- 
000. The distribution point in this 
safety fund will be reached when the 
amount of outstanding insurance is re- 
duced to the then market value of its 
assets. 

The safety 


fund department was es- 


aie ied Merger 
Now Nearing Completion 


The Northeastern Life of Newark, N. 
J., and the Supreme Life & Casualty of 
Columbus, O., both voted favorably on 
the proposition of merger with the Lib- 
erty Life of Chicago, all being Negro 
companies. The insurance commission- 
ers have approved the merger. The 
Liberty Life stockholders meeting will 
be held May 28 when formal ratification 
will be made. The combined company 
will have $400,000 capital. The name 
will be the Supreme Liberty Life. Inas- 
much as the Supreme has been writing 
health and accident business the new 
company’s charter will give it permis- 
sion to do so, although it may not push 
that branch of the business at once. 


Gibbel being 





Campbell and Henry B. 
added to the list. 

The second day’s session opened with 
a breakfast conference led by J. Dallas 
Smith, bonding manager for the Fidelity 
& Casualty, at which B. G. Eynon, 
registrar of motor vehicles, outlined the 
new motor vehicle code. The morning 
conference was then presided over by 
Senator James E. Norton of Reading. 
The first speaker was L. G. Saunders, 
agency supervisor of the Penn Mutual 
Life at Philadelphia, who gave an in- 
spirational talk on the modern value of 
life insurance. He told of its present 
greatness and future probabilities and 
credited this growth to the spread of 
human interest note and the great new 
trained service of the field forces 





Fraternal Man Speaker 


E. J. Dunn of Chicago, president of 
the National Fraternal Congress, was | 
next introduced by John S. Spicer, | 
president of the Pennsylvania Fraternal | 
Congress. Mr. Dunn spoke of the value 
of coordination of efforts and the | 
strength gained through organization. | 
He pointed to the federation amalgama- | 
tion of interests as hopeful for benefits | 
to all ! 


| pense 


| for production is $115,505,695, 


tablished by the Hartford Life in 1880, 
and was maintained entirely apart from 
the non-participating or stock depart- 
ment. Several different forms of policies 
were issued. Each provided for assess- 
ments to cover the death losses as ex- 
perienced, graduated according to th 
policyholder’s age when the assessment 
was levied. Each contract provided for 
the payment of a certain sum, in most 
cases $10 per $1,000 of insurance, t 
make up a “Safety Fund,” to be de- 
posited with the Security Company oj 
Hartford, as trustee. Each contract 
also provided for the payment of ex. 
dues, usually $3 per $1,000 of 


insurance, for the purpose of paying the 


| expense of the insurance written on this 


plan. 


Writes No New Business 


After the safety fund amounted 
$300,000, the interest on the fund was 
to be divided among the members oi 
five years’ standing. After the fund 
amounted to $1,000,000, all future pay- 
ments of principal into the fund were 
to be so divided. The company ceased 
writing safety fund policies in 1899, 
and since 1915 has been prohibited by 
charter amendment from writing any 
business whatever. Hence the company 
at present exists solely for the purpose 
of carrying out its assessment business 
The company in 1913 reinsured its legal 
reserve business with the Missouri State 
Life. 


Missouri ‘Sacto Life Has 
Fine Four Months Gain 


th 


Hillsman Taylor, president of | the 
Missouri State Life, reports a most sat- 


isfactory gain during the first four 
months. Of the 27 branches, 17 re- 
ported written business amounting to 


over $1,000,000 each of the four months. 
St. Louis ranks first with a total a! 
$6,018,600 and Chicago second with $3- 
248,230, while Newark, Los Angeles 
and Pittsburgh are next in line with 
$2,791,000, $2,588,792, and $2,417,225 
respectively. Tulsa, Nashville, Seattle, 
San Francisco, Indianapolis, Detroit, 
Grand Rapids, Little Rock, Memphis, 
New Orleans and Kansas City follow 
with amounts reaching well over the 
$1,000,000 mark. 

Agencies and branches combined 1- 
creased their total written business 30.7 
percent for the four-month period. | 
1929 they wrote $126,755,195 the first 
four months, while in 1928 but $96,968- 
230 was written. The Missouri Stat 
gained $27,344,165 in paid for business 
the first four months. The total paid- 
while for 
the corresponding months in 1928 it was 
$88,161,530. 


No man is the architect of his ow 
fortunes, the builder of his own house 
of life, to any greater extent than the 
life insurance solicitor. 





I. J. Dahle of Chicago Is 
Leading Equitable Host 


I. J. Dahle, resident group su- 
pervisor of the Equitable Life of | 
New York in Chicago, leads 
individual group insurance 
duction for 1929 with paid 
business considerably over $3,000,- 
000 in the first four months. He | 
also leads the Equitable list ot | 
personal producers in regular bus- | 
iness. 
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**When I’m 65, will Ihave built 
up a strong, paying agency of 
my own?....Or, will I still be 
struggling along the beaten path 
of individual production?....”’ 


PILOT LIFE—now having more than $100,000,000 
insurance in force — offers to men of general 
agency calibre, the very opportunity that, in years 
to come, should lead to the most satisfying kind 
of reflection upon past achievement. 


T. D. Blair, Agency Manager 


PILOT LIFE 


Insurance Company 
A. W. McALISTER, President 




















Penn Mutual Is to Hold 
General Agents Meeting 





HOME OFFICE MEN TO SPEAK 





George Wharton Pepper, Vice-Presi- 
dents W. H. Kingsley and Hugh 
D. Hart Banquet Orators 





The Penn Mutual Agency Associa- 
tion’s 46th annual meeting will be held 
at White Sulphur Springs May 28-31. 
This is an organization made up chiefly 
of the company’s general agents. J. 
Edward Durham, general agent in Phil- 
adelphia, is president. ‘The entire pro- 
gram will be given to exposition and 
discussions of the agency building plans 
which the company adopted a year and 
a half ago and is actively putting into 
use everywhere in the field. 

Home office officials taking part will 
be Vice-President William H. Kingsley, 
Vice-President Hugh D. Hart, Vice- 
President and Counsel Robert Dechert, 
George R. White, actuary; Dr. James 
P. Hutchinson, associate medical di- 
rector; Malcolm Adam, supervisor of 
applications and death claims; E. Paul 
Huttinger, assistant to the vice-presi- 
dent and research expert; Vincent B. 
Coffin, director of education. John A. 
Stevenson, manager of the home office 
agency and general agent in New York, 
will give the keynote address. Among 
the nationally known Penn Mutual un- 
derwriters who will have a part are 
Frank H. Davis of Denver, Holgar J. 
Johnson of Pittsburgh, Ralph G. Engels- 
man of New York, John J. Outcalt of 
Birmingham. 

At the annual dinner the evening of 
May 31, Mortimer R. Miller, general 
agent at Rochester, N. Y., also a trustee, 
will be toastmaster. The speakers will 
be George Wharton Pepper and Vice- 
Presidents W. H. Kingsley and Hugh 
D. Hart. 


Pioneer Life Intends to 
Increase Its Capital 





The Pioneer Life of Greenville, S. C., 
will increase its capital from $100,000 
to $1,000,000. This action was author- 
ized by the board. President T. Ore- 
gon Lawton of the company announced 
that the capital increase is in line with 
the intention of making the organization 
the “south’s first great mutual life in- 
surance company.” The additional stock, 
of $10 par value, will be offered at $20 
a share. 

The Pioneer has about $17,000,000 of 
insurance in force. The company was 
chartered in 1925 and has grown rap- 
idly. With reference to the new devel- 
opment he also said: 

“We have been pledged since our or- 
ganization to make our company a mu- 
tual one, and the stock will be retired 
in time, according to our plans. Divi- 
dends' will not be guaranteed, but will 
be cumulative at the rate of 12 percent 
on stock or equivalent to 6 percent on 
costs. Stock will be retired at $25 a 
share.” 


Mid-West Life Holds Agency Meeting 
The Mid-West Life of Lincoln, Neb., 


is holding its annual agency meeting May 
23-25. Most of the time is to be de- 
voted to explanations and discussions of 
new policies. 

President Putney will discuss the part 
the thrift associations are attempting to 
play in the insurance field. E. 
Smith, a leading clothier of Lincoln, will 
give his ideas of salesmanship. Most 
of the program numbers will be sup- 
plied by the agents from the field. E. C. 
Hadder, head of the claim department, 
will discuss claims from the office stand- 
point and Rov Watson from that of the 
agent. 





Heads Association 





CHESTER 0. FISCHER 


Chester O. Fischer, St. Louis general 
agent of the Massachusetts Mutual Lite 
has been elected president of the general 
agents’ association of the company. Th 
association held its annual meeting at 
the home office, Springfield, Mass., May 
13-15. The theme of the meeting was 
“Planned Agency Building.” The other 
officers of the association are: 

Vice-president, John Shambeau, Dv- 
luth, Minn.; Secretary-treasurer, James 
M. Blake, Philadelphia; executive cor 
mittee, Fred Sanborn, Boston; Charles 
L. Scott, Kansas City; L. C. Witen, Cin- 
cinnati and E. W. Snyder, Cleveland 


Association Acts to Undo 
Bad Case of Twisting 





NEW YORK, May 23.—President 
G. C. Wuerth of the Life Underwriters 
Association of New York sends out 4 
report of a case where an agent twisted 
a $50,000 policy of the Travelers, issu- 
ing two $25,000 policies, one in_ the 
Mutual Life and the other in the Equi 
table. Through the efforts of the busi- 
ness conduct committee of the associa 
tion the facts were brought out and the 
Mutual and Equitable canceled their 
policies and returned the premiums, the 
Travelers consenting to a reinstatement 

The case was carefully prepared. A 
copy was secured of an incomplete and 
incorrect comparison presented to the 
assured by the twisting agent. The as 
sured was Paul Lussi, who had paid two 
semi-annual premiums on a 20-payment 
life policy, with disability clause, in the 
Travelers. The comparison failed to 
show that the Travelers’ was a 20-pa) 
ment policy, while the substitutes were 
on the ordinary life plan. The agent 
asserted that the new policies wert 
“better in every way.” The agent has 
left the business so that no action was 
requested of the insurance department 
except that it file a record of the cas 
involving the agent. 


Celebrates Record Production 


The Chicago west districtof the Wes 
ern & Southern Life gave a dinner 
the Hotel Sherman last Saturda 
celebrate the record ordinary productio! 
of the week of April 8, when 28 me! 
wrote $402,000 ofordinary. J. J. O'Lear 
is superintendent. Home office guests 4! 
the dinner were C. M. Biscay, manage? 
ordinary department; H. Thomas Head 
director of agencies, and C. E. Reynolds 


supervisor. Alderman John §S Clark. 
chairman of the finance committe¢ 
the city council, made an inspiration@ 
talk. 

The Chicago west district has led the 
company in ordinary for 1926, 1927 an 
1928. 
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New Ideas 





New Selling Helps— 


The Missouri State Life Is Constantly Seeking 


| 


New Ways to Help Its Men in the Field 


N addition to practical helps through our Educational, 
Sales Research and Publicity Departments, we are con- 


stantly giving our men new policies, new types of insur- 
ance, new selling ideas. 


Training is essential ; sales facts and 


literature are necessary, and pub- 


Sales helps that really help. 





Besides several new policies, we 
offer all of the regular standard 
forms—more than fifty different 


licity is a valuable asset — but the types. 


man who, in addition to all of these, 
has a real policy to sell, a real idea 


to present, is the man who finds both 


pleasure and profit in his work. 


MISSOURI STATE LIFE 


Men of high character and ability 
are offered a real future with the 
Missouri State Life— 


The Progressive Company 





COM PANY 








INSURANCE <2 


Hillsman Taylor, President 


Life 
Accident -Health 
Group 





Home Office, St. Louis 


' 

| 

‘ \ 

1 \lissouRL STATE LIFE INSURANCE Co 
: St. Louis 

‘ 

1 Send me your Agency proposal 
; ’ 

I 

‘ 

' Vame . 

i 

' 

: 4 {ddress 

‘ 

‘ 
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“Nylic Public Service 


I Life Insurance is “public service.” 


WOU ene tI 


q It helps individuals to save and insures 
their life values against loss by death or by 
total and permanent disability. 


In order to earn interest on the policy- 
holders’ savings, it loans money to home- 
owners, to railroads, to owners of city 
buildings, to public utility companies, to 
the United States government, and to 
states, counties and municipalities. 


Probably no other institution serves our 
people singly and collectively, both as 
private individuals and as citizens, in so 
many vital ways. 


A company’s usefulness to the community 
is, therefore, largely measured by the num- 
ber of people protected, the amount of in- 
surance in force and the amount of its 
invested assets. 
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As of January 1, 1929, the New York 
Life had about 2 Million policy- 
holders Insured for over 
6%/, Billions. 














Its Assets amounted to over 
114 Billion Dollars 








New Home Office Build- 
ing on the site of the 
famous old Madison 
Square Garden 













NEW YORK LIFE INSURANCE COMPANY 
51 MADISON AVENUE, MADISON SQUARE 
NEW YORK, N, Y. 
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Kansas Life Control Taken 
Over by Indiana Capitalists 





MACHIR DORSEY PRESIDENT 





New Head Identified with Crescent Life 
of Indiana—Scholle to Be 
Vice-President 





TOPEKA, KAN. May 23.—The 
Kansas Life of Topeka has passed into 
the control of a group of Indiana capi- 
talists headed by Machir Dorsey, promi- 
nent in the affairs of the Crescent Life 
of Indiana. While no official statement 
has been given out it is understood that 
$25.50 a share was paid for the stock 
purchased, more than five times the par 
value of the shares. In the reorganiza- 
tion of the company under the new own- 
ers only two of the present officials re- 
main in active management of the com- 
Dr. F. H. Scholle, who has been 


pany. 
general manager for many years, re- 
mains as a2 vice-president, and J. H. 


Edwards of Sedan, who has been presi- 
dent, remains as chairman of the board. 
Ben S. Paulen, treasurer, former gover- 
nor of Kansas, is retired as treasurer. 


Organized by C. W. Barnes 


The company was organized by the 
late Charles W. Barnes, former superin- 
tendent of insurance. After a good deal 
of financial and political trouble S. E. 
Cobb, banker, F. H. Scholle, medical di- 
rector, and J. H. Edwards, banker and 
business man of Sedan, obtained con- 
trol and reorganized the company. 
They put it on a basis where it com- 
manded respect and business for some 
years has been a profitable enterprise. 
At the death of S. E. Cobb the manage- 
ment of the company has been in the 
hands of Messrs. Edwards and Scholle. 

At the meeting of the stockholders last 
week, after the transfer of the Cobb 
and Paulen stock seven new officers and 
directors were elected. The new officers 
are: Machir Dorsey, Indianapolis, presi- 


dent; H. C. Marvin, Indianapolis, sec- 
retary; Harry S. Tressel, Indianapolis, 
treasurer. 


In addition to the above officers the 
following are the new members of the 
board of directors: Bertram Day, Indi- 
anapolis; C. Edwin Johnson, Indianapo- 
lis; J. E. Fritton, Topeka; Earl Ives, 
Topeka. 


J. J. DONELAN GIVEN CHARGE 
OF UNITED LIFE OF KANSAS 





The United Life of Salina announces 
the appointment of Fred Coulson of 
Abilene as executive vice-president and 
Jay Smith as assistant secretary and 
office manager. J. J. Donelan, former 
agency supervisor, has been placed in 
charge of the company since the recent 
resignation of Richard J. Surface, as 
general manager and vice-president. A 
new general manager will probably be 
appointed in the near future. 

Mr. Surface, who resigned to become 
general agent of the Farmers & Bank- 
ers of Wichita for northwest Kansas, 
has retained his stock and remains a di- 
rector of the United Life. He will have 
his office in the new United Life build- 
ing as soon as it is completed. 


Guarantee Fund Life Plan Approved 


The Guarantee Fund Life of Lincoln, 
Neb., has now received the approval of 
the Nebraska department as to the 
change in its operation to the extent 
that it will issue a policy based on the 
American table 3% percent and will 
exchange this legal reserve policy for 
any of the old assessment contracts. 
The company in transferring to the new 
policy is antedating it for three years 
and thus transferring a portion of the 
surplus to reserve. If the policyholder 
desires to exchange he, therefore, is 
placed on a legal reserve basis. 
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Guardian’s 


Manager 





JAMES A. TYSON 


James A Tyson, who becomes mai 
ager of the Philadelphia agency of the 
Guardian Life, has been a member of 
the firm of Wallis & Tyson, managers 
of the Equitable Life of Iowa in hi 
citv. He was formerly a school man 
and then entered the selling field as 
sales manager for a publishing house. 


ADVISORY COMMITTEE AIDS 
WOMEN’S CLUB FEDERATION 





The biennial council meeting of the 
General Federation of Women’s Clubs 
at Swampscott, Mass., May 27-June 1, 
will be of unusual interest to insurance 
people because of the rapidly growing 
attention given insurance by the wo- 
men’s clubs. 

This year, at the request of Mrs. John 
D. Sherman, new chairman of the Amer- 
ican home department, Miss _ Alice 
Lakey, insurance advisor of the federa- 
tion, invited a number of insurance ex- 
ecutives to assist the federation by 
serving as a hoard of associate advisors. 
The following have accepted the invi 
tation and constitute the first board: 
Frederick Richardson, United States 
manager of the General Accident; Harry 
N. Cutler, vice-president National Life 
of Vermont; Paul F. Clark, president of 
the National Association of Life Under- 
writers; George W. Munsick, vice-presi- 
dent Prudential; Jesse R. Clark, presi- 
dent Union Central Life; George G 
Bulkley, president of the Springfield 
Fire & Marine; Wm. J. Graham, second 
vice-president Equitable Life of New 
York; Dr. John A. Stevenson, manager 
home office general agency of the Penn 
Mutual Life; Dr. Lee K. Frankel, 1 
vice-president Metropolitan Life; Frank 
E. Jenkins, second vice-president Queen: 
Charles H. Burras, president Joyce & 
Co., National Surety, Chicago; C. I. D. 





there 





Moore, vice-president Pacific M 
Life: Griffin M. Lovelace, third vice- 
president New York Life; Dr. S. § 


Huebner, University of Pennsylvania 
An insurance conference will be held 
May 29 with Miss Lakey presiding. at 
which addresses will be made by several 
of the officials of the federation and 
Paul F. Clark, president of the National 
Association of Life Underwriters. 


Lincoln National April Figures 
Seventy men of the Lincoln Nationa 
Life wrote an average of 34 applica 
apiece for April. The insurance in i 





May 1 was $673,398,429 on 248,753 
policies. 

April was the best month of 1929 
and likewise the best since February, 
1928, in gain in paid business for the 
company. The gain in paid business 


over April, 1928, was $3,482,945. 


The Grange Life of Lansing, 
has been licensed in Ohio. 








Mich. 


May 2- 
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we OUNTLESS successes have been made in the life man knows he must not depend upon the former, just 
ge ‘ - Z , ; 
aghe insurance business. Many of them have been con- as he must not be discouraged by the latter. He must 
secon spicuous; some even phenomenal. Struggling clerks build his work, according to the yardstick of Tom Wise 
Be: have taken up life insurance and have risen to pros- with faith in his company, in its service, and in him 
Penn perity in a year’s time. Bankers and lawyers, teachers pry on the are ao with knowledge = the power 
thir ¢ . ot lite insurance anc > needs O “hie é . 
Franl and merchants, and men from almost every walk of t hte imsurance and the eeds of his clients us_ the 
ank ag ae second essential; with an orderly system of procedure 
Jueen life have been attracted to the life insurance field. Many . ee tre Me - : 
vce & ; gee ; tatted Bus the failure: as the third essential, and with intelligent and persistent 
TD ave succeeded and some have tailed. re failures . : +; wes 
.D a ee a a et - . " industry as the fourth. The life insurance man with 
T estare 1 ¢ - ‘ef % > “CPS Se > © > > © . * > . - . . 
futual as well as the successes emphasize the fact that the such a conception of his work is sure to 
2 road to prosperity for the life insurance man is paved meet with success. sooner or later. 
nia with industry, with conscientious and continuous hard 
held work. That is the only road he can travel which will Any insurance man who wishes to in- 
=< bring him to success. crease his production and is interested in 
tyes learning more of the wisdom of Tom 
al True, there are bits of good luck, now and then, Wise is invited to write to the Inter- 
just as there are bits of bad luck. The wise insurance Southern. 
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= INTER-SOUTHERN LIFE INSURANCE CO. 
ary, CAREY G. ARNETT, President HOME OFFICES, LOUISVILLE, KY. 


Insurance In Force Over One Hundred and Sixty Million Dollars 
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Hearings Held on Old 
Colony Florida Valuations 


REALTY APPRAISER HEARD 





Company Resists Petition of Insurance 
Department Filed With Superior 
Court at Chicago 


Hearings on the valuation of Florida 
lands owned by fhe Old Colony Life 
were held this week before Master in 
Chancery Max M. Korshak on the order 
of Judge Harry Fisher at Chicago. The 
hearings are in the suit brought by the 
Illinois insurance department for the 
liquidation of the company. The Illinois 
insurance department alleges that the 
assets of the company do not have the 
values shown in the annual report. The 
company is vigorously resisting the suit 
and contends the property has the value 
claimed for it. 

George J. Kable, a real estate ap- 
praiser retained by the insurance depart- 
ment, testified that he had examined 
the Florida lands of the company last 
week. The valuation of the insurance 
department was $149,000 as against 
$364,761 claimed by the company. 


Description of Property 


are 14 lots in Tampa, 7.000 
acres in Polk county and 660 acres in 
Hardy county. Mr. Kable testified that 
he could not see all of the rural prop- 
erty of the company because of its 
swampy nature. He said only 80 acres 
now are in cultivation and declared that 
of the remainder only 600 acres are 
suitable for farming if fertilized. 

On cross examination counsel for the 
company endeavored to show that Mr. 
Kable might have beeen influenced by 
another company which had made a bid 
for the Old Colony’s business, but this 
he denied. The company declares it has 


There 





Change in Public Attitude 
Told by Hart at Congress 


DAVENPORT AGENTS MEET 


Huebner and Rockwell on Association 
Program—Schriver Urges Neces- 
sity of Right Attitude 


Hugh D. Hart, vice-president of the 
Penn Mutual Life; Dr. S. S. Huebner 
of the University of Pennsylvania, and 
Dr. C. J. Rockwell, insurance educator, 
were among the speakers at the one-day 
sales congress of the Davenport, Ia., 
Association of Life Underwriters which 
drew a record-breaking registration of 
260 last week. 

Insurance will soon protect not merely 
the standard of living of America but 
the ambitions of the people, Mr. Hart 
declared in his address at the banquet. 
He urged the necessity of advertising 
as a factor of mass education for the 
institution of insurance and told of the 
changes in the public attitude towards 
insurance since the days he was 
actively engaged as an agent. 

Mr. Hart recalled that insurance was 
then considered “chiefly as a way of 
paying the funeral expenses.” He said 
it was necessary to convince the public 
that the company would actually pay the 
face of the policy in the event of death. 


“We carried copies of a sermon on 
life insurance delivered by the New 
York clergyman, Dr. Talmadge. We 


showed it to good Christian’ people to 
convince them that insurance was not 
gambling and that in purchasing policies 
to protect the future of their families 


appraised Florida land for Henry Ford, 
the Southern Sugar Company and other 








Agents Take Policies 
in Their Own Company 


The average amount of life in- 
surance owned by each of the 17 
agents of the Cincinnati agency 
of the Northwestern National Life 
of Minneapolis is $20,700, accord- 
ing to Manager John B. Kenna, 
Every Cincinnati agent owns 
some insurance in the company 
except one. At the time the com- 
ipilation was made he had been 
with the agency only two weeks. 
Manager Kenna has a fixed rule 
not to attempt to interest a man 
in insurance work who has not 
proved his appreciation of the 
benefits of insurance by carrying 
a substantial amount on his own 


life. 











they were not offending the Almighty,” 
he asserted. 

O. L. Schriver, general agent for the 
Aetna Life at Peoria, urged the neces- 
sity of the right mental attitude in a talk 
entitled, “How to Be Happy Though a 
Life Insurance Agent.” Harry Mc- 
Namer, formerly a “million dollar pro- 
ducer” for the Equitable of New York 
and now with the Dary Day agency 
for the Union Central Life in Chicago, 
urged the income insurance plan in a 
talk on “The Picture Cards of Life In- 
surance.” L. Evans, sales develop- 
ment manager for the Register Life of 
Davenport, urged the necessity of adver- 
tising. 


Prospects and policyholders depend 
upon the underwriter to know the facts 
about all companies. Thousands of well 
informed underwriters always have the 
latest Unique Manual Digest handy for 
this very purpose. Copies may be ob- 
tained by addressing The National Un- 


Home Office Agency Men 
Take Management Cours 


JOB OF MANAGER IS COVERED 


Life Insurance Sales Research Bureay 
Gave Intensive Schooling to Some 
90 Pupils 


About 90 home office agency men fro: 
member companies received the standar 
four-day lecture course in agency man. 
agement when they met at the 
conference held by the Life Insuranc 
Sales Research Bureau in Hartford 
More than 40 member companies wer 
represented. 

The curriculum of the standard course, 
which emphasizes the problems of the 
manager’s job—recruiting, selection, de- 
scribing the work, financing agents, 
training, supervision, and agency offic: 
costs—is based on the bureau’s five years 
of study and research. 

Representatives of the following com 
panies were present: Aetna Life, Bank 
ers National, Brooklyn National, Canada 
Life, Central of Iowa, Columbia Na. 
tional, Connecticut General, Connecticut 
Mutual, Continental of St. Louis, Con- 
federation, Equitable of New York, Fed- 
eral, Fidelity Mutual, Girard, Guardian, 
Home of New York, John Hancock, Lii 
Insurance Company of Virginia, Linco! 
National, London, Manhattan, Manuia 
turers, Missouri State, Monarch 
Springfield, Mutual Benefit, Mutual oi 
Canada, Mutual of New York, North 
American of Toronto, North America: 
of Chicago, Northwestern Mutua 
Northwestern National, Occidental 
Raleigh, Peoples, Peoria, Pilot, Provi- 


Spring 








had an offer of $100 an acre for 80] corporations and that no material objec- | derwriter Company, 420 East Fourth | dent Mutual, Register, Security Mutua 
acres. Mr. Kable testified that he had! tion had been made to his figures. street, Cincinnati, O. Travelers, United Life & Accident. 
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Memphis Agency Convention 


Mr. C. D. Corey, Vice President and 
Superintendent of Agents, and Mr. Ted M. 
Simmons, Assistant Superintendent of 
Agents, held a school of instruction in 
Memphis on oon 4th and Sth. 

Mr. . Richardson, Manager of the 
Memphis Branch, opened the meeting with 
a short address of welcome, to which Mr. 
E. W. Dees, General Agent at Jackson, 
Mississippi, responded. Lectures given | 
Mr. Corey and Mr. Simmons covered all 
phases of Life Accident and Health Insur- 
ance. Special emphasis was placed upon 
salesmanship and practical canvasses with 
illustrations were given. 

The meeting was closed with a delightful 
luncheon at the Peabody Hotel. 

Everyone was .very enthusiastic over the 
school, and we feel sure that the benefit 
derived will result in increased business 
from those in attendance. 

The Memphis Meeting was the second 
School of a series to be held throughout 
Pan-American territory in 1929. Mr. Corey 
and Mr. Simmons held a similar school in 
St. Louis for the agents in the states of 
Illinois, Indiana, Kentucky and Missouri 
on April 8th and 9th; in Cleveland on 
April 11th and 12th for the agents in the 
states of Ohio and Pennsylvania. 

On May 21st and 22nd a School of In- 
struction will be held in Atlanta, Georgia, 
for the agents in the states of Alabama, 
Florida, Georgia and North Carolina. 


Plans for Expansion in Conservation Work 


Plans have been perfected for the expan- 
sion of the Conservation Department which 
will add materially to the good work being 
done by that Department. 

A new plan for the close follow-up of 
first and second year business will be put 
into effect at once, and a complete analysis 
of all lapses will be made. 





on . oe work will be in charge of 

Mizell, whose appointment we 

= }. to announce. Mr. Mizell is 

long experienced in this work and we wish 
him the best of luck. 


Conservation—Does It Pay ? 


A number of years ago a young man 
of mee twenty-three years of age 
entered one of London’s banking institu- 
tions in response to an advertisement for 
a clerk to fill a minor vacancy. After the 
usual preliminaries he was ushered into the 
office of the First Vice President, who was 
incidentally in charge of Personnel. 


Unfortunately he failed to make a satis- 
factory impression on the prospective em- 
ployer and without a great amount of tact 
on the part of the latter, was informed that 
he would be entirely unsuited for the place. 
Sensing that further argument would be 
useless, he slowly and remorsefully made 
his way out a side entrance leading into 
the street. 


The High Official’s eyes followed the 
young man as he went, and suddenly hurry- 
ing to the door, called for him to return. 
ery much bewildered but with a hope- 
ful look in his eyes he returned and was 
courteously offered a seat by the desk from 
which he had so unceremoniously been 
ejected a few moments before. 

“Young man,” said the Vice President, 
did I not see you stoop, pick up a pin and 
place it in the lapel of your coat as you 
entered the street a minute ago?” 

Still too bewildered for speech, he slowly 
nodded his head in the affirmative. 

“Very well, you may report for work at 
any time you desire. A person who can 
stoop to pick up a pin that it may not be 
wasted, especially after being rejected as 
you were, is entirely too valuable for us 
to lose! Your job, young man, will be to 
TAKE MINE just as fast as you can! 








It took this man twenty years to accom- 
plish the task assigned to him—BUT HE 
DID IT! 


Today his name appears in leading maga- 
zines as one of the country’s foremost 
financiers. 


The moral of the story is, that if the 
Conservation of one insignificant pin can 
give the world a financial wizard, the Con- 
servation of our business can surely give us 
that economical contentment for which we 
are all striving. 


Think of the wasted effort, money and 
time that the lapse of one policy, large or 
small, represents, and it is not a difficult 
matter to perceive that conserving it is 
worth considerably more of our time and 
attention than we have heretofore been giv- 
ing it. 

A high record in Conservation will at- 
tract more attention from the Home Office 
and result in more financial returns to the 
agent than any wild “‘Spurt” of high pres- 
sured Salesmanship. 


It is always well to bear in mind that, 
“Big Oaks from little Acorns grow.” 
Think it over! 
—Conservative Department. 


Louisiana Stages Easter ‘‘Bunnie’’ Hunt 


During the period of March 15th to 25th, 
Louisiana agents participated in and en- 
joyed an Easter “‘Bunnie” Hunt, and each 
successful contestant won an Easter “Bon- 
net’ in the shape of a Five Dollar Gold 
Piece. Each winner wrote $10,000 or more 
of completed business, and the leader in the 
race received the Easter “Bunnie” in addi- 
tion to his gold piece. 


Percy L. McKenzie 


Percy L. McKenzie knows no such word 
as fail. One day, during President's 
Month he drove fifty-one miles to secure 
one application for One Thousand Dollars, 
got home at nine o'clock, and says he 
doesn’t mind the distance or the late dinner 
so long as he got the business. That's the 
spirit that WINS. Mr. McKenzie insured 
the largest number of lives during Presi- 
dent’s Month. 


THIS IS A MINIATURE COPY OF THE REGULAR PAN-AMERICAN REVIEW. 


New Appointments 

We take great pleasure in announcing 
the appointment of the following district 
managers: 
. Mr. Guy Neely, Charlotte, North Caro- 
ina. 

Mr. McL. Woodward, Winston-Salem, 
North Carolina. 

Mr. George Varnum, Huntington, West 
Virginia. 


These gentlemen are energetic and con- 
scientious and enjoy the respect of all who 
know them. We predict for them a most 
successful career and know that their work 
will be an honor and a credit not only to 
them but to the Company. 


Your Profession 


The life insurance salesman has all the 
monetary advantages offered to the busi- 
ness man, which are seldom offered to the 
professional man, while he possesses in his 
work, on the other hand, the philanthropic 
character of the professional man seldom 
offered to the business man. This is what 
raises the work of life insurance salesman- 
ship into the ranks of a profession. 


—Monetary Times 


Pan-American Service 


Educational Course. 

Sales Planning Department. 
Unexcelled Life Policies. 
Child’s Educational Endowment. 


Combination Life, Accident and Health 
Policy. 


Substandard Insurance for Under-Average 


Group Insurance. 


All forms of Accident and Health In- 
surance. 

We have a few general agency openings 
for men who measure up to Pan-American 
ideals. For information write to 

E. G. SIMMONS 
Vice-President and General Manager 
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THE 
EXPANSION PROGRAM 
OF THE LINCOLN 
NATIONAL LIFE 


The Lincoln National Life Insurance Company 
of Fort Wayne, Indiana is rapidly pushing its 
expansion program. Because of the development 
of this program and because of unusual conditions 
and opportunities described on the following 
pages, it is urgently in need of man power, In- 
cluding general agents, managers and producers 
who are able to handle its new specialties and its 


wide range of standard life contracts. 











THE NATIONAL UNDERWRITER 









































The Announcement by Walter T. Shepard, Vice-President in charge 
of agencies of The Lincoln National, of the signing of another Great Railway 
Salary Savings System Contract—this time The Missouri Pacific Lines, with 
seventy-seven thousand employees—is an instance of the success with which that 
great insurance cooperative plan is being received by big business. This an- 
nouncement follows on the heels of The Lincoln National Salary Savings System 
placed in operation on the Texas and Pacific Railway, and of numerous others in 
large industries, department stores, banks and other organizations. It will be neces- 
sary to recruit a considerable number of able men to handle these cases in accor- 


dance with the high standards of The Lincoln National Life. 


HE Salary Savings System is but one of the 

highly efficient tools in the hands of the field 
underwriters of The Lincoln National. This Com- 
pany won nation-wide admiration for its development 
of substandard insurance as a specialty, for its pro- 
motion of juvenile contracts and in numerous other 
instances. Its present development of its retirement 
income and annuity business is opening another great 


opportunity to its agents. 


i SAFE, AGGRESSIVE, GUARANTEED-LOW-COST - 
NAME INDICATES ITS CHARACTER”, 


“LINK-UP-WITH-THE-LINCOLN™, A STRONG, 
COMPANY WHICH PLEDGES THAT “ITS 
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The Lincoln National Life Insurance Company, after a period of 
testing and experimentation, has just placed in the hands of its agents a remark- 
able new, copyrighted policy which makes an unusual appeal to business men and 
to large buyers of insurance. During the month of March the average size of 
policy written on this contract was $14,650. The momentum is just starting on 
this specialty which offers, in a form that is exceedingly flexible, permanent pro- 
tection at lowest cost. Contracts of Twenty-Five, Fifty and Hundred Thousand 
size are coming in rapidly from all parts of the country. To develop this con- 
tract in accordance with its potentialities will require immediately the addition 
of a considerable number of strong men to The Lincoln National organization. 


HE Enmancipator policy, popular and successful 

as it is, is but a leader in the strong line of 

The Lincoln National. The strength of its multi- 

optioned, Twenty-three Year Endowment contract, its 

Endowment Annuity at Sixty-five and its Preferred- 
Risk contracts has been proven by years of sturdy 

experience in the field. The Lincoln National Life 

has a complete range of policies to supplement its 


splendid specialties. 
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During one recent month The Lincoln National Life sent to its agents, 
as the results of a single lead production campaign, more than four thousand in- 
quiries which naturally resulted in many thousands of dollars of written busi- 
ness. The circularizing plan of The Lincoln National is a sure-fire system by 
which Lincoln National men turn suspects into prospects. Codperation in local 
advertising, a policyholder magazine and service, and numerous other features 
are among the practical aids that are given to field men. In order that these 
leads and plans may be promptly followed up, of course, it becomes necessary that 
the Company expand its agency organization. 


Oe exceedingly valuable aids furnished by 

the Home Office of The Lincoln National Life 
include its briefing service, birthday and change of age 
system, local publicity aid, calendars, blotters, policy 
abstracts, scrap book data sheets, illustration sheets, 
branch office service, etc. The "Home Office organi- 
zation thoroughly understands the problems of the 
field men and assumes a generous share of respon- 


sibility for the success of every man. 
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The Lincoln National Life Insurance Company is the fastest growing 
ordinary life company in the country. Its growth is evidenced by balance sheet 
and insurance-in-force figures and by features that every one may see. It is now 
building a Four Hundred Thousand Dollar addition to its beautiful Home Office 
to take care of expansion needs. It recently reinsured The Merchants Life of 
Des Moines adding the resources of that noteworthy company to its own. Dur- 
ing the past year it has added substantially to its agency organization, has created 
two new superintendents of agencies to serve in two rapidly advancing sections of 
the country, has developed a unit system of special correspondence and agency 
| relations and created a genuinely helpful weekly technical and sales information 


service. 





we year will mark the twenty-fifth anniversary 
of the founding of The Lincoln National Life 

Insurance Company. During that year the great 

Manship statue of The Young Lincoln will be erected 
| in the court of the Home Office building, a gala six 

day agency convention will be held at Quebec, and 
| many inspiring and helpful agency features will be 
inaugurated. This will be an opportune time indeed 
for men not now under contract, or men ready for 
advancement—if they can qualify—to join The 
Lincoln National organization. 


SAFE, AGGRESSIVE, GUARANTEED-LOW-COST 
NAME INDICATES ITS CHARACTER", 





“*LINK-UP-WITH-THE-LINCOLN™, A STRONG, 
COMPANY WHICH PLEDGES THAT “ITS 












May 


— 


THE NATIONAL UNDERWRITER 


May 24, 1929 























WWI} YL 


I 


ITS CHARACTERS 


AZAD MINE .WBWESYISE 


N 
PN 


ws 
’ . 
: 





The Lincoln National Life Insurance Company is already a strong 
company but its period of greatest expansion looms ahead. It already has more 
than Six Hundred and Seventy Millions of insurance in force and more than Sixty- 
One Millions of assets. It already operates in thirty of the most productive in- 
surance states. It has made its reputation for speedy service and has won the 
confidence of the public. But it has fixed its eyes ahead and is not resting on 
past achievements. Here are some facts, briefly put, concerning its offerings to 
its field organization: 





STRONG kit; Salary Savings System, preferred 

risk, substandard risk and standard risk policies 
for men, women and children, hazardous occupation 
risk policies, endowment contracts, limited pay life 
contracts, life expectancy contracts, joint life contracts, 
payor provision with juvenile contracts, retirement in- 
come and annuity contracts, waiver of premium, in- 
come and professional income disability, double in- 
demnity contracts, continuous monthly income policies, 
graded death benefit policies, excess interest on install- 
ment settlements and trust bonds, monthly premiums, 
a contract direct with the company, sectional meetings, 
speedy payment of claims, Indiana Compulsory 
Deposit Law, numerous stimulating agency clubs and 
monthly and weekly publications, systematic training, 
friendly, aggressive, helpful assistance from general 
agents, managers and the home office. This is 
necessarily but a partial list. Do you have them all? 
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Definite plans have been made for the development of strong 
agencies during the year in a score of cities. Some of these in which Class I 
Lincoln National agencies will be established in the near future are: Portland, 
Oregon; Denver, Colorado; Toledo, Ohio; Omaha, Nebraska; Erie, Pennsylvania 
and Raleigh, North Carolina. Numerous others in its coast to coast territory— 
excepting New York and New England—will be rapidly promoted. Men of 
managerial timber, as well as able producers, are being recruited for the definite 
places planned for development during the remainder of 1929. 


HE Lincoln National Life is entered in all western 

states except Wyoming, Nevada and Idaho; in 
all southern states except Mississippi, Alabama, 
Florida, Georgia, South Carolina, Kentucky, and 
Virginia; in all middle Atlantic states except 
Delaware. It has not entered New York and New 
England. In the thirty states in which it operates it 
means to develop intensively. In the past much of 
its business has been in rural communities. It is now 
successfully writing a large part of its business in 
great city and urban territory. There are opportunities 


in both now open. 
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CONFIDENTIAL QUERY LETTER 


The Lincoln National Life Insurance Company 
Ft. Wayne, Indiana 
I am interested in your expansion plans, and request specific information concerning 


(city or territory) 


Please send me a copy of The Lincoln Life Man The Emancipator 
The Monday Morning Message Can You Measure Up 


also the following specific information— 


Here are some facts regarding myself 
Name 

Address 

Age 

Married Children 
Education 


Life Insurance experience 


Other experience 

Production record 

Organizing accomplishments 

Amount of life insurance owned Type of favorite policy 


Accomplishments in finding and training agents 


Financial condition 


Ambition 





company cannot offer. 





Write a letter if you prefer. It will be treated absolutely confidential. 
under contract do not write unless you feel ready for advancement which your 
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If now 








on 
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Leading Producers for 
Life Companies in 1928 





The all-star convention issue of the _ John Hancock Mutual; Jacques B 
“Insurance Salesman” will be off the | N@thanson, IIL, “— 
, f » ni ™ 
press shortly aiter June 1, —— | Kansas City Life; Dix Teachernor, 
earlier than in preceding years. Leading | Mo., $1,008,000. 


producers of the life insurance com- | 
panies have contributed selling ideas to 
this aumber that have helped make them 
successful. 

The following compilation, which will 
appear in more detail in the “Insurance 
Salesman,” shows the leading producer Lincoln Reserve: E. T. 
in 1928 for each company which has | $246,000. 
reported, together with the amount he M 
wrote, if given, and the state in which; Manhattan Mutual; Wm. MM. Lake 
the producer resides. These figures do | *4n., $160,000. 

: . * . Massachusetts 
not include business placed in other | ...; $2,500,000 
companies, nor group insurance. “Metropolitan ate Seek Ratna © 
A $592,000. 


Lafayette Life; Earle W. Jones, Mich., 


Lincoln Liberty; 
$428,850. 

Lincoln National; Jonas S. 
Tex., $1,274,244. 


Alvin T. Spikes, Kan., 
Touchstone, 


Riley, Ala 


Mutual H \. Binde) 


Abraham Lincoln; Karl Ritzert, Il., Mid-Continent Life; Bert R Reed, 
$265,500. Okla., $870,000 

Acacia Mutual; E. J Warshell, IIl., Midland Life: A. Bruce Lovett, Kan 
$595,938. $1,187,280 

American Central; Stephen J. Rath- Midland Mutual; Wm. “. Gabriel, Mich 


bun, Mich. $500,000. 
American National, Mo.; Herbert O Mid-West Life; Hugh Milner Kan., 
Gaul, $600,000. $165,026. 
American National, Tex.; W. Rogers | Minnesota Mutual: San Rr Weems 
Primm, Mo., $901,000. Tex., $758,523. 
Atlantic Life; W. G. Buchanan, Va., Mountain States; W. E. Simpson, Ca 
$385,000. $730,500. 
B Mutual Benefit; Samuel W. Sturn a 
Bankers Life, Ia.; G. C. Woods, Tenn., | $3,000,000 
$1,016,000 Mutual Life, N. Y.; C. H Anderso1 
Bankers Life Neb H. ©. Johnson, | 11 
Neb., $400,000. Mutual Trust Life; Oliver R. Aspegre 
jankers National, N. J.; Arthur M Ill., $596,000. 
Ross, Ill, $130,150. N 
. Bankers Reserve; J. O. McKee, Ala., National Equity; Richard Edw 
$500,000. Speaker, Ark., $348,750 
Bank Savings; Charles J. King, Kan National Fidelity; Stanley Watson, 
$300,000. Mo., $748,000. 
Berkshire Life; Lowell M Clucas, National Guardian; Henry M. Tof 


Mass., $2,000,000 Wis... $200,000 
Business Men’s Assur.; W. J. Pierce National Life, Vt.; Edward N. Strong 
Okla., $626,000. Ore., $641,000. 
Cc National Life & Accide1 Will ¢ Pol- 
California State; Robert EF. Watson lard, Tenn., $627,500. 
Cal New England Mutua Arthur L. Mi 
Central Lide, Ill; J. M. MeGovern ler, Ill, $1,126,500. 
N. D., $442,000. New York Life: P. S. Rosen, N. Y 
Central States: Anne Brady Price, Mo., Northeastern Life; G. H. Bowen, N. J., 
$581,000 $177,500 


Columbus Mutual; T. S. Berridge, O. Northern Life; J. W. Bailey, Wash 





Connecticut General; Stuart F. Smith, Northwestern Mutua ( \ Ihe 
O., $1,032,600. N. Y., $425,500 
Connecticut Mutual Louis J Fink Northwestern National C. D. Ford 
N. Y., $2,600,000 YD 
Conservative Life, Ind Louis Balog! o 
Ind., $605,000. Occidental Life, Cal; Hoyt M. Leisure 
Continental Amer.; Arthur B. Chey- | Cal., $1,331,606. 
mee, Pa. Ohio National Life (Chas H Kahn 
Continental Assur.; J. A. Crowley, O Tex $725,000 
$600,000 Old Line, Neb.; William Shultz, N 
Kk r 
Equitable Life, N. Y¥.; John Morrell, Pacific Mutual: Robt. A. Brown, Cal 


I $1,220,744 


EKureka-Maryland; Fred Cornetto, Penn Mutual Life; Thomas M. Scott 
Penna., $100,000. Penna., $2,000,480 . 
; Fr Peoples Life, lll, Ben Schwartz, O. 
Farmers & Bankers; W. J. Price, Tex., Peoples Life, Ind.; Kdward D. Hodge 
$410,500. | Ind., $715,000. 
Farmers & Traders; J. Walter Barnes, | Philadelphia Life; 1. D. Elmore, S. C 
Ww _Va., $510,000 Phoenix Mutual Life; Herbert J. Rein- 
ve deral Life, 111.; Russel Scott Pope,! mund, N. Y. 
M ‘h., $520,000 ; Pioneer Life; Frank E. Major, S. ¢C 
Federal Union Life; George V. Thomas, Protective Life; Herbert J. Baum, Ala., 
Penna., $566,000 $621,500. 
Fidelity Mutual Life; Franklin L. R 
I tger, Penna., $920,000 Register Life; Wm. E. Watson, Ta., 
: Franklin Life; W. J. Olive, Mich., $285,000. 
$4120 
$430,000 Reliance Life; Sol Alexander, Penna 


Rockford Shannon, Ill 


$549,000. 


: : - G Life; L. H 
“em City Life; Elbert L. Wilson, O., 


? 0,000. ; re Royal Union Life; C. Lester Estes 
“range Life; William Freeman, Mich.,:| Okla., $1,026,000. 
$566,500. « 
Great West Life; Louis Rotenberg Security Life; lll.; Cylde E. Lewis 
‘an., Ontario, $757,900. Ore., $550,217. 
..cuaranty Life; J. Ollie Smith, Tex., Security Mutual, Neb.; E. A. Frerichs, 
by (3. Neb., $250,000. 
‘German Life; Saul Kornreich, N. ¥.,| Security Mutual, N. Y.; R. M. Feels 
21.65 O00 M4 
’ . N. J. 
H : H Southern States; John R. Carns, Ala., 
.... me Guardian; H. A. Sharrick, Neb., | $450,500. 
$818,000. : 


Southland Life; W. T. Gwaltney, Tex., 


Home 





a Life, N. Y.; Mrs. Ann D. L. | $1,600,400. 
H a N. Y.; $302,500. State Mutual Life; Bruce Sweet, N. Y 
ae Life, Ark.; W. R. Harrison, Jr., State Reserve Life; James H. Avery, 
Tex., $327,500. 
’ I I 
Qua a! Life, Can; C. J. Ciceri, Union Central Life; Robert B. Newell, 
. ec, Can., $602,000. Ill.. $3,149,500. 
It ianapolis Life; Julian W. Schwab, Union Mutual, Me.; G. L. Brust, Penna., 
Ind., $1,225,000. 443.000 
Inter-Southern Life; Sam Weiss, Penna. United Fidelity; J. V. Owen, Tex 


$252,500. 


Jefferson Standard; William Lester United Life & Acci.; Frank Shelling, 








Brooks, N. C., $1,240,000. | anon. 
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Points That Pull 


In the close of every sale it is Some Point that Pulls 
the Prospect Up the Hill to the Dotted Line. 


Here are a few of the points that help the Ohio 


National Agent: 


9. Personal Life Income 
Policy for Rejected 
Risks 

. Premium Payments ar- 
ranged for every pocket- 
book—Minimum Annual 
$10, Semi-Annual $8, 
Quarterly $6, Monthly $3 


1. Participating Policies 

2. Non-Participating Poli- 
cies 10 

3. Policies from Birth to 
Age 65 

4. Policies for both Men 
and Women 


5. Sub-standard Policies 11. Re-dating Reinstatement 
. Service 
6. He ” 1th Conservation 12. Automatic Premium 
Service -_— 
7. Flexible Income Settle- 13. Dividends on Non-Par 
ments Paid Up Policies 
8. Selective Risk Applica- 14. Direct Mail Advertising 
tions Service 


High Points of Service are one of the many reasons 
“Why It Pays to Tie Up with The Ohio National” 


For information address: 


The Ohio National Life Insurance Co. 
Cincinnati, Ohio 


T. W. Appleby, President. 
E. E. Kirkpatrick, Supt. of Agencies 




















WANTED— 
A MAN! 


Possessing the following qualifications: 
AGE 35 or over, seasoned and a pro- 
ducer. 
THREE years of life insurance experi- 
ence. 


Must be personally acquainted with at 
least 25 life agents. 


TO HIM— 
WE OFFER 


—The Highest commission for low cost 
participating insurance. 

—The services of an experienced field man, 
to help him in the field, appointing 
sub-agents, giving sales helps and to 


“PUT HIM OVER” 


Over $100,000,000 in Force 


We are particularly interested in Pennsylvania men. 
Write fully. We will not check references until after 
interview. 


Address K96, care The National Underwriter 
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Iowa, Missouri, 










A STRONG, PROGRESSIVE COMPANY 
offering liberal contracts to producers 
in Nebraska, Colorado, South Dakota, 
Kansas and Texas. 


NORTHWESTERN 
LIFE INSURA NCE 
COMPANY 


G. STORZ, President 


OMAHA, NEBRASKA 





































Arkansas, Missouri, Kansas, New 
Liberal first year and renewal commissions, together with exceptional 
line of policies and other attractive inducements offered to capable men 
of high character and records of successful experience who would be 
interested in building a profitable future with a progressive Western 
company. For full information address 


BIG OPPORTUNITIES WITH 


GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of LOS ANGELES, CAL. 


This Company has General Agency openings in Texas, Oklahoma, 
Mexico, Arizona and California. 


W. H. SAVAGE, Vice-President 


Great Republic Life Building, 756 So. Spring Street 
Los Angeles, California 






























SAFETY 





R. S. TIERNAN 
President 


J.T. MAYALL 
Vice Pres. 8 Agency Mgr. 


D. SHARPE 
Secy. & Treas. 


PROTECTION 


A company whose 
ideas are in accor 
with modern times 


For Agency Opportunities, Write 


AMERICAN SAVINGS LIFE 
INSURANCE COMPANY 


KANSAS CITY, MISSOURI 


SAVINGS 


J.T. MAYALL 


Board of Trade Building 




























character 
cess—and to whom we 
ftable contracts. 








We Write All Standard Forms of Participating and 
Non-Participating Insurance Contracts and in 
Addition the Following SPECIALS 


1. Ordinary Life Special $5,000. 
2. Personal Life Monthly Income for Rejected Risks. 

S. The Best and Most Liberal Sub-Standard Facilities. 

4. Children’s Educational Policies age 1 day to 10 years. 
5. Up-to-date Health and Accident Policies. 


We welcome to our Ranks only serious-minded men of 
and integrity—men who are intent upon suc- 


offer ex 


Very desirable territory open in 


OHIO — INDIANA — KENTUCKY — TENNESSEE 
Address S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 


and prof- 
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Insurance Trust 
a Great Growth 


(CONTINUED FROM PAGE 5) 


state. In dealing with the remarriage 
contingency the trust method is prob- 
ably the more satisfactory. In admin- 
istering the trust settlement Mr. Hunter 
does not state to what extent the com- 
pany is required to account, as do other 
trustees, to courts having the jurisdic- 
tion of trust matters. 


Definition of Insurance Trust 


“Whatever may be the technical defin- 
ition of a life insurance trust, the most 
generally accepted meaning of the 
phrase by life underwriters is an ar- 
rangement by which the proceeds of a 
policy are payable to a fiduciary institu- 
tion instead of being held by the life 
company. Flor as Mr. Hunter points 
out, very few life companies are granted 
trust powers by their charters. 

“The growth of life insurance trusts 
through the cooperation of fiduciary in- 
stitutions is one of the outstanding de- 
velopments of recent years. 
of the Plan 


Growth Trust 


“In 1927 the average trust was more 
than $50,000. The March, 1929 issue of 
the ‘Publicity Bulletin,’ published by 
the trust company division of the Amer- 
ican Bankers’ Association, states that a 
tabulation of the reports received from 
trust companies and banks definitely es- 
tablishes the fact that more than $1,000,- 
000,000 in life insurance is now protected 
by trust agreements. It is also indicated 
that approximately $700,000,000 in insur- 
ance policies was placed in trust during 
1928. 

“The reason for this rapid growth is 
not far to seek. It is primarily due to 
the fact that the trust company is pre- 
pared to accept the proceeds of a policy 
under the provisions of an instrument 
giving the trust company the right to 
exercise discretion in the administra- 
tion of the fund. 


Edueational Contingencies 


Educational contingencies need to be 
given especial consideration. When, as 
is the case in this country, more than 
one-half of those who enter college fail 
to graduate, inflexible educational ar- 
rangements made years in advance may 
fall far short of the ideal. Then again 
we have the vicissitudes of ill health 
that may involve for the widow or chil- 
dren, expensive change of residence or 
heavy physician’s and hospital bills. The 
ability to make payments out of prin- 
cipal to meet these contingencies is a 
most useful safeguard of the interests 
of the beneficiaries. The problem is not 
likely to be solved by giving the bene- 
ficiary the right to make withdrawals 
of principal. It is obvious that with- 
drawal may be made for the purpose of 
seeking a higher yield through invest- 
ment in securities of one kind or another. 
The disastrous possibilities of this pro- 
cedure are unfortunately too well known 
to need comment. 


Change in Purchasing Power 


“Finally there is the contingency of 
a change in the purchasing power of 
the dollar such as took place as the 
result of the war. A certain sum may 
be adequate now to cover certain types 
of expenses. No one can say what the 
situation may be 20 years hence. It is 
possible that the emergency use of prin- 
cipal under the discretionary power of 
a trust agreement may avoid great suf- 
fering or otherwise render inestimable 
service to the beneficiaries. The vast 
field of service opened up by the dis- 
cretionary power of the trust companies 
is what is causing such an increasingly 
large volume of life insurance to be made 
payable to fiduciary institutions. 

How the Trust Is Created 


“The modern method of getting the 
proceeds of life insurance into the hands 
of the trust company is to have the 
policy, either by the beneficiary clause 
or by assignment, made payable direct- 
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Talks on Trusts 


M. ALBERT LINTON 


ly to the trust company as trustee dnd 
then to execute a trust agreement con- 
taining the provisions under which the 
fund is to be administered. In_ this 
way we avoid the many unsatisfactory 
consequences that would follow if the 
policy were made payable to the in- 
sured’s estate and then administered 
under the provision of his will. 


Should Go Directly to Company 


“Whenever possible the proceeds ot! 
the policy should come directly to the 
trust company and not through the es- 
tate. For this reason I believe that the 
following statement in Mr. Hunter's 
second paragraph suggests a modus 
operandi that is seldom advised by trust 
companies: ‘The trust companies have 
also seen an avenue for their services 
by inviting the beneficiaries under life 
policies to put the proceeds in trust and 
by advising the policyholders to make 
provision in their wills for placing their 
insurance money in trust.’ 

Business Is Profitable 


“Mr. Hunter then goes on to point 
out that the trust companies find the 
life insurance trust business quite profit- 


able. In this connection it should be 
noted that in recent years trust com- 
panies throughout this country have 


spent hundreds of thousands of dollars 
advertising the value of life insurance as 
a means of creating an immediate estate 
“The type of life insurance trust we 
have been discussing is the ‘unfunded 
trust.’ The insured assumes the obliga- 
tion of making the premium payments 
when they fall due. Except in the prep- 
aration of the trust agreement the trust 
company does not come actively into 
the picture until the proceeds of the 
policy become payable by death. 
Funded Trust 


“There is another form of life insur- 
ance trust, relatively small in_ total 
amount as compared with the volume of 
unfunded trusts, which is known as the 
‘funded trust.’ Under the funded trust, 
securities are deposited with the trustee 
and the interest from the securities is 
used to pay premiums on the life in- 
surance policy. The trust agreement 
covers the disposition of both the securi- 
ties and the life insurance proceeds. Un- 
der certain circumstances this arrange- 
ment performs an admirable service tor 
the policyholder and his beneficiaries. 

Business Insurance Service 


“Another field, not mentioned by M! 
Hunter, in which the cooperation of lite 
companies and trust companies is re! 
dering an increasing and exceedingly im- 
portant service is in connection with 
the settlement of policies of business 
insurance taken out on the lives of im- 
portant members of a corporation or 
partnership as a protection against the 
consequences that might be occasioned 
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by the death of the insured. Here we 
frequently encounter a situation that 
can be met adequately only by having 
the proceeds of the policy made pay- 
able to a fiduciary institution. This 
field is a large and complicated one and 
the literature dealing with it is steadily 
increasing. 
Characteristics Compared 


“Mr. Hunter compares in parallel col- 
umns the characteristics of the life in- 
surance settlement and the trust com- 
pany settlement. In one place it is stated 
that no charge is made on the principal 
sum or the income when the funds are 
in the hands of the insurance company. 
It is stated that there is usually 
a margin between the rate of interest 
paid on trust funds and the rate of in- 
terest earned on the general corporate 
junds of the company. It is only too 
clear to those connected with the man- 
agement of life companies that the ex- 
penses of the department handling the 
settlement options are rapidly on the 
increase. Somebody has to pay the bill 
and obviously the margin between the 
nterest rates mentioned above is one 
source from which the expenses may be 


also 


LIFE 


Heads San Jacinto 














R. B. COUSINS 


paid. I have a feeling that we should | 
be careful not to state that we make | 
o ‘charge’ for our services. 


“As a matter of interest I have trans- 
lated into an equivalent level yearly 
harge the standard New 
on a $200,000 trust fund remaining for 
” years in the hands of a trust com- 
pany and earning during that time a 
gross interest rate of 5% percent per an- 
num. Using a basic interest rate of 5 
percent to work out the equivalence it 
will be found that the charges are equiv- 
lent to a yearly charge of .27 percent of 
the principal, thus reducing the return to 
the beneficiary to an equivalent of 5.23 
percent per annum.” 


Selecting Large 
Risks Discussed 


(CONTINUED FROM PAGE 5) 


1 of 10 times the annual earned in- 
ome. One suggested a total that 20 per- 
cent of the annual income would purchase. 
lt was conceded that some limit was 
essential, as the tie-up with the financial 
condition was demonstrated. The matter 
of limits is more troublesome in the case 
of business insurance, as it is more 
dificult to estimate the actual insurable 
limits. It must be discovered exactly 
how the finances of the business stand 
and precisely how much the business 
would lose through the death of the 
insured. It was pointed out that there 
is not always an insurable interest in 
the business and this must be closely 
watched. 

The picture was not all gloom, one 
ranking official citing his company’s ex- 
perience on large risks as better than 
the average business. But the majority 
ot the companies could not report this 
and those who study the picture from 
a reinsurance angle see a picture of true 
danger. 


Brand Expansion 
Plan Completed 


(CONTINUED FROM PAGE 6) 


years. Of these, he 
nt eight with the Travelers before he 
j ed Bowes, Rogers, ‘Tansill & 
Welch. In 1914 he was made an agency 
Supervisor of the Travelers in Pitts- 
urgh, and the western Pennsylvania 
held. Later he was transferred to Min- 
neapolis to organize Minnesota and the 
Dakotas for the company. Following 
this he was transferred to Massachusetts 
= supervised the western half of the 
state for six years, 

1¢ Brand plan of operation is based 
€ activities of a group of key men 
10 ‘handle groups in the field, and in- 
cludes prospecting plans that answer for 
~~ agent the questions: “Whom shall 


ance business 13 
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York charges | 


who recently re 
the state 


a4 


signed as 


ousins, IJr., 
chairman o 
of insurance commissioners in 
president of the San 
Beaumont, has taken up his 
Beaumont, Tex., and 
the presidential chair. Mr. Cousins also 
head of the San Jacinto Life 
Building, which has been incorporated. 
Mr. Cousins is a native Texan, having 
been born at Mexia, Nov. 1, 1889. His 
father is president of the Texas State 
Teachers’ College at Kingsville, and 


become 
Life of 


home in is now in 


becomes 


| was formerly state superintendent of 
| public instruction. After graduating 
| irom the Huntsville high school Mr. 


Cousins later received degrees from the 
University of Texas in 1921 and Colum- 
bia University in 1913. 

He began the practice of law in Min- 
eral Wells in 1913. He was city at- 
torney there from 1916 to 1918. He 
then moved to Thurber, Tex., and be- 
came assistant general attorney for the 
Texas Pacific Coal & Oil Co. Then he 
resumed general law practice in Strawn, 
Tex. In 1925 he was appointed as- 
sistant attorney general and assigned to 
represent and advise the state insurance 
department. While in that office he 
drew up and had passed the law which 
created the board of insurance commis- 
sioners in its present form. He con- 
tinued in that office until Governor Dan 
Moody appointed him life insurance 
commissioner in September, 1927, and 
he became chairman of the board. He 
was elected a member of the executive 
committee of the National Convention of 
Insurance Commissioners. Mr. Cousins 
impressed himself most favorably on the 
insurance commissioners at the meet- 
ings which he attended. 





Aviation Manual Issued 


Johnson & Higgins, 67 Wall street, 
New York, general agents for the Pru- 
dential and the Home Life of New York, 
have issued a booklet on underwriting 
practices on aviation risks, including the 
detailed rules of 20 companies. It is 
for the aid of their clients and others 
interested in contracting for aviation 
risks. 


Continental Reports Large Gain 


The Continental Life of St. Louis 
reports a 21 percent increase the first 
four months of 1929 as compared with 
the same period in .1928. In the four 
months the agents paid for $4,102,480 
against $3,386,262 last year, a 


$716,217. 


gain of 





interview? What shall I say when I 
do?” The success of the plan is indi- 
cated by the rapid growth of the agency 
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A TOWER OF STRENGTH 


Insurance in Force 
$2,000,000,000 





ere eee ie ivenekdencewacnes $488,958,000 
66,938,000 
422,020,000 


Dt Vcccaceneadcaeckeeseuseveeds 
Total Liabilities 


Interest on policy proceeds, profits, etc., 
left with the Company 
FIVE AND ONE-HALF PER CENT 


Total investments in United States securities 


exceed $231,000,000 


Dividends to Policyholders increased 


for ninth successive year 


SUN LIFE 
ASSURANCE COMPANY 


of CANADA 
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and its potentialities of future growth. 





The DOORWAY 
to OPPORTUNITY 





NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


0. J. ARNOLD, PRESIDENT 


MINNEAPOLIS, MINN. 
In the Land of Ten Thousand Lakes’ 
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Aid to Sounder Underwriting 


One of the underwriting difficulties fre 


quently encountered in home offices is 
forces applications 
rapidly than man- 
would desire. Haste 


calls for 


the pressure which 
through the mill more 
agers of selection 


breeds carelessness and often 
action without the full quota of informa 
With present day competi- 


issue 


tion desired. 
item of speed in the 
of policies, it is difficult for 
company to take a stand on slowing up 
this who is de- 
livering several policies or even one in 
“24- 
that 


tion on the 


any one 


process, for the agent 
prestige of 
prestige 


competition, desires the 


hour service,” whatever 


may bring. 
For safe underwriting, this speed is a 
that 


thought, 


has caused underwriters 


with no apparent way to 
the greater 


barrier 
some 
The larger the case, 
—and the 


a cure, 


the rush for delivery greater 
the need for caution and delay for ade- 
Not until the full 


financial moral 


quate information. 


quota of physical, and 
carefully digested, can 


books. 


reports has been 


safely put on the 


for the finished policy 


such risks be 
Yet the 
is always there. 


pressure 


Journalists probably have no _ place 


within the pale of actuarial thought, but 
it might not be amiss for an outsider to 


point to what, in full ignorance, may 
seem a possible remedy. It was, in fact, 
a journalist who caged lightning and 


electricity to the ground. In 


connection, the 


brought 


this present actuaries 


might be directed to the consideration o| 


Life Agents as 


Kenprick A, LuTHER, vice-president «! 
the AETNA Lire, in «a recent talk 
some sensible observations on the work of 
a life While he ap- 
preciates there is a professional aspect 
after all 


made 


insurance man. 


insurance salesmen, yet 
he points that life 
are primarily and essentially good busi 


to life 


out insurance men 


ness men, 


Life insurance is a business. It be- 


life busi- 
permitting 
more 
actual 
and 


writing all 
and thus 
themselves ample time for a far 
of the risk before 
with fire 


the possibility of 
ness on binder 
careful survey 
acceptance. This is done 
risks and there seems to be no 
done with 


casualty 
reason why this could not be 
life insurance risks. The modus operandi 
be through the aid of a 
accident and 


could possibly 
casualty running 
health insurance. 
sible—but to a castial bystander, 
that the life companies might very well 
a blanket contract with some 
“probably 


mate, 
Possibly it is: impos- 
it seems 
have cas- 
ualty 
acceptable” 


company to cover all 
cases for a period, of, say, 
ten days, or whatever time is necessary, 
under a disability contract, this to be re- 
placed at the end of the period by the 
issued life policy—or the rejection slip. 
Only cases that appear to be acceptable 
that the desired 


might be 


would be so treated, 


further investigation made. 


Clearly unacceptable cases would go by 
And this would aid 
for it would 


coverage for 


the board at once. 
the very high grade cases, 
rant them the temporary 
the first few 
secure under the 
underwriting. 
There may be 
be underwriting handicaps 
by such a plan. But it may, on the 
be a sane and sound method 


they cannot 


method of 


days which 


ordinary 
legal obstacles. There 
may created 
other hand, 
of giving the underwriter the time essen- 
study of each case 


tial for adequate 


presented. 


Business Men 


longs to the great business enterprises of 
it requires master 
interpret 


the world. Therefore, 
salesmen to sell its goods, to 
serve its clients. 


as life 


its contracts and to 


Mr. Lutuer stated that insurance 


en, agents must deal with business 
problems. They must know how life 
insurance links itself up with business 


and how it helps to solve any problems 
confronting business men. 


Revolt Against New Ideas 


WILLiAM FEATHER, editor of “Timely 
Figures,” remarks that one of the things 
he likes: about ihat buyers 
and sellers do not weep on each other's 
shoulders. They keep their troubles to 
themselves, taking disappoint- 


business is 


losses, 


pointments and heartaches philosophic- 
ally 


as becomes gentlemen. Business 


size each other up 
thoroughly. counts. Mr. 
FreATHER has no sympathy with the at- 
tempt that has been made by the new 
priestcraft to read a lot of nonsense 
into the business ritual. It does not be- 
long there and it is a healthy sign that 
there has been a revolt against it. 


asserts, 
Performance 


men, he 























PERSONAL SIDE OF BUSINESS 











Att a meeting of the directors of the 
Prudential the resignation of Frederic 
A. Boyle, vice-president in charge of 
securities and accounts, was presented. 
He has served the company continuously 


for over 43 years in the various capaci- | 


ties of assistant cashier, cashier, vice- 
president and treasurer and vice-presi- 
dent in charge of securities and accounts, 
and had been a member of the board 
of directors since Feb. 13, 1917. 


C. Orr of 


Ernest Denver, assistant 


manager of the Colorado agency of the | 


Life, while driving his auto- 
mobile, collided with another car, caus- 
ing injuries from which he died last 
week. Mr. Orr joined the company as 
an office boy about 28 years ago. He 
went to Denver in 1917 and had 
assistant manager for 12 years. 


Mutual 


Lloyd T. Binford, president of the Co- 
lumbian Mutual Life, Memphis, Tenn., 
returned to his desk this week after an 
absence of more than a month because 
of illness. Mr. Binford developed a 
severe cold about six weeks ago that 
confined him to the hospital for sev- 
eral days, after which his physicians 
advised a good rest. He went to Hot 
Springs, Ark., where has been recuper- 
ating. 

The sympathy of insurance men 
throughout the central west has been 
extended to Harry L. French, general 
agent for the Northwestern Mutual Life 
at Madison, Wis., on the death of his 
wife. Mrs. French had been in poor 
health for many years. She was 43 years 


of age. 

George A. Hodel of the G. A. Rath- 
bun agency in Los Angeles of the 
Equitable Life of New York has just 


established an interesting record in the 
production of business. The first 70 
working days of the 70th anniversary 
year of his company Mr. Hodel pledged 
that he would write 70 applications, and 
that he would write $70,000 of new busi- 
ness for each of the three months’ period 
of the contest. He closed the drive with 


72 completed applications aggregating 
$329,183. This record included the 
writing of 17 members of one family, 


beginning with the grandfather, 72 years 


been 


of age, to whom he sold an annuity, 
down to the youngest grandchild. The 
inspiration of this success has inspired 
a determination by Mr. Hodel to dupli- 
cate the record in the next 70 days. 

| Joseph P. Licklider, director of pub 
licity and sales research for the Missouri 
State Life, has been appointed a mem- 
ber of the education and research com- 
mittee of the International Advertising 
Association of which Dr. Hugh Agnew, 
director of the department of marketing 
of the New York University, is chair- 
man. This committee held its initial 
meeting at Chicago in conjunction with 
the meeting of the International Adver 
tising Association last week. 

John E. Reilly, secretary-treasurer of 
the Old Line Life, has left Milwaukee 
for Texas, where he will visit different 
agencies of the company in that terri- 
tory. 


Two Cleveland insurance men, Capt. 
John T. Ward and Samuel Haas, los: 
their lives in the big Cleveland Clinic 
disaster May 15. Captain Ward had 
been with the Cleveland office of the 
Travelers for 21 years and was one of 
its leading producers. At a very early 


age he became a sailor on the Great 
Lakes and later took to ocean-going 
boats. He became a captain but retired 


at 45 to take up insurance. He was a 
member of both the Cleveland Life Un- 
derwriters and the Insurance Board of 
Cleveland. Mr. Haas was a solicitor for 
the Everetts-Tremaine-Flicker Com- 
| pany. 





Paul Montgomery, vice-president and 
actuary of the Southland Life, and A. C. 
Bigger, president of the American Life 
of Dallas, are members of the Dallas 
information committee which is to serve 
during the meeting of International Ro- 
tary in that city next week. 

West Babcock of 
general agent for the 
Life, who recently died, had served the 
company in that capacity since 1903 
He had been in poor health for som: 
time and then decided to have an opera 
tion. He did not recover from it. Mr 


Sioux Falls, S. D 
Mutual Benetit 





Huston Erle Wright Is Dead 


senior field man 


Huston Erle Wright, I 
THe NATIONAL 


and vice-president of 
UNDERWRITER, died 
Twesday night of 
this week at his 
home in Downers 
Grove, Ill., after a 
lingering illness. 
Mr. Wright  be- 
came .- associated 
with THe NATIONAL 
UNDERWRITER or- 
ganization in Cin- 
cinnati in 1908. He 
had come in touch 
with John L. Shuff, 
home office general 
agent of the Union 








Central Life, who 
induced President 

Wohlgemuth * ‘5 
of Tue NATIONAL H. E. WRIGHT 
UNDERWRITER to at- 
tach him to the organization. Mr. 


Wright started selling subscriptions in 

hio. 

Located in Chicago 

While he lacked educational advan- 
tages in his early life and had to over- 
come many obstacles, he made up any 
deficiencies in this direction by his great 
industry, enthusiasm and driving power. 
In 1909 Mr. Wright moved to Chicago 
and then started his career of construc- 


tive business building for THE NATIONA! 


UNDERWRITER in the west, south and o1 
the Pacific Coast. He had a distinct 
individuality that people never. forgot 
He was most cordial in his attitudk 
Later on Mr. Wright was stationed 

Minneapolis, covering the northwest 
states. Subsequently he returned to 
Chicago and worked out of that city 
He was born and raised in Cincinnati 





and often returned te the scenes of his 


youth, which he cherished with great 
fondness. 
Forced to Give Up Work 
Last fall Mr. Wright was forced to 


give up his active duties, went to a hos 
pital in Chicago for treatment and after 
the first of this year started on the 
road. It was apparent to those who 
came in contact with him that much o! 
his old-time vim was lost. For a few 
weeks he strove against physical odds 
and then finally succumbed, retiring to 
his home, where he lingered for a num- 
ber of weeks, undergoing much pain and 
increasing weakness. The funeral serv- 
ices were held from his home in Dow we 
ners Grove at 3 o’clock Thursday afte 

noon. The body will be taken to C! 

nati for interment, services being hel 

at Spring Grove cemetery chapel at : 
o’clock Friday. Mr. Wright is survived 





by Mrs. Wright and an adopted daugh- 
ter. 
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Babcock started with the Mutual Bene- 
fit in 1894 at Northfield, Minn. Law- 
rence Bates, general agent for the Mu- 
tual Benefit Life at Seattle; Gordon 
Hanson, general agent at Salt Lake City, 
and Paul Cook, agency instructor in 
the Chicago general agency, all started 


in life insurance work under Mr. Bab- 
cock. 


S. F. Clabaugh, president of the Pro- 
| tective Life, was recently honored by the 
| Little Theater of Birmingham, by being 

elected president of that organization. 





LIFE AGENCY CHANGES) 











SECURITY APPOINTS THREE | 


director and W. R. C. Rowan, man- 
| ager of the state analysis bureau. Of- 
fices will be on the third floor of the 


L. H. Engstrom, R. S. McKnight and 
B. F. Parks Are Given Important 
Agency Posts 


[he following agency appointments 
have been made by the Security Life of 
Illinois: Leonard H. Engstrom of St. | 
Louis has been made supervisor of 
agencies. For the last three years he 
has been home office supervisor of the 
Continental Life of St. Louis. He en- 
tered life insurance work in Des Moines 
as an agent. In 1924 he was appointed 
group supervisor for the Travelers and 
later served as a supervisor for the | 
Aetna. 

R. S. McKnight of Memphis has been 
made supervisor for Tennessee, north- 
ern Arkansas and southern Missouri. | 
Mr. McKnight has had 15 vears of life 
insurance experience. For two years he 


was a general agent of the Bankers 
Reserve Life. 
Ben F. Parks has been appointed 


} 
| 
manager in Chattanooga, Tenn. He was 
formerly special agent for the Bankers | 
Reserve Life and one of the company’s 
largest producers. 


Franklin Life Appointments 


G. Felda Davis and A. W. Steelman 
of Davis & Steelman have been ap- 
pointed general agents of the Franklin 
Life in Ava, Mo., territory. 

Roy E. Cottrell has been appointed 
general agent at Kansas City with of- | 
fices at 609 Pioneer Trust building. 

Robert H. Phinney and Wallace B. 


Butz of Phinney & Butz have been ap- | | 


pointed general Muskogee, 
Okla. 

Virgil L. McBride has been appointed | 
general agent at Avera, Miss. 

Louis Jacobs of Cincinnati has been 
appointed general agent for six Ohio 
counties. 


agents at 


W. Harry Freda 


W. Harry Freda has been appointed | 
manager of the Cleveland, O., branch 
of the Manufacturers Life of Toronto. 
He succeeds M. T. Pollock, who has 
resigned. Mr. Freda formerly was di- 
rector of personnel in the Cleveland 
branch. Mr. Pollock remains with the 
company as special representative and 
will devote his time to personal produc- 
tion in Cleveland. 


John E. Crampton 


John E. Crampton, formerly manager 
of the Ypsilanti, Mich., district for the 
Columbian National Life, has succeeded 
Don A. Johnson as the company’s gen- 
eral agent for eastern Michigan and has 
opened offices in the Eaton tower, De- 
trot. 


Thomas F. Hazen, Jr. 


Thomas F. Hazen, Jr. has been ap- 
pointed general agent of the State Mu- 
tual Life at Knoxville, Tenn. He has 
been a citizen of Knoxville practically 
all his life. He will cover various coun- 





ties in east Tennessee and southwest 
Virginia. 
Schaub & Rowan 
The Royal Union Life’s general 


agency in Pittsburgh in charge of west- 
ern Pennsylvania has been placed under 
the management of Schaub & Rowan. 
Theodore J. Schaub will be managing 





| ing, Newark, N. 


Bessemer building. 


George W. Hoffman, Jr. 


George W. Hoffman, Jr. has been ap- 
pointed general agent of the National 
Life of Vermont’s Pittsburgh agency. 
Offices will be located at 709 Clark 
building. Chauncey O'Neil will be asso- 
ciate general agent and William Leigh, 
office manager. 


H. R. Peterson, M. Ferguson 


H. R. Peterson has retired from the 
management of the Toronto agency of 
the Dominion Life. He has been suc- 
ceeded by Murdoch Ferguson. 


Benjamin Groves 


Benjamin Groves, who has been man- 
ager of the life department of the Trav- 
elers at Cedar Rapids, la., has been ap- 
pointed assistant manager at Chicago in 
charge of training. 


Fidelity Mutual Appointments 


J. N. Flowerman, 806 Firemen’s build- 
J., has been appointed 
manager of the Fidelity Mutual Life. E. 
B. Stirdivant, 731 A. G. Bartlett build- 
ing, Los Angeles, has also been ap- 


| pointed manager. 





Trobaugh, Cramsie, Laadt & Co. 


Trobaugh, Cramsie, Laadt & Co., Chi- 
cago local agents, have been appointed 
general agents for the Missouri State 
wife. 





W. G. Burress 


W. G. Burress, superintendent of 
schools at Hayti, S. D., who has been 
a part time agent of the Northwestern 
National Life in the eastern South Da- 
kota agency, has been appointed district 
manager of the Brookings district. He 
will leave his school position and take 
over his new duties soon. 


T. F. Bennent 


T. F. (“Jack”) Bennent, for the past 
five years agency superintendent for 
the Lorick & Vaiden state agency for 
the Missouri State Life at Augusta, Ga., 
has been appointed district manager for 
the Reliance Life with headquarters in 
Augusta. 


Marshall S. Johnston 


Marshall S. Johnston has been ap- 
pointed southern Texas agency manager 
of the National Life, U. S. A. His 
headquarters are in San Antonio. Mr. 
Johnston at an earlier time represented 
the company in the same capacity in the 
same location. 


A. A. Wilson 


A. A. Wilson, who was with the Sas- 
katchewan highways department for 20 
years and who has been with the Crown 


| Life in Saskatoon for the past year, has 


been appointed superintendent for north- 
ern Saskatchewan by that company and 
will have his headquarters in Regina. 


has become con- 
Wrenn agency 


Col. Fred E. Rand 
nected with the Everts 
of the State Mutual Life in Chicago. He 
recently retired as assistant secretary 
and assistant treasurer of Bauer & Black. 
He is commander of the 132nd Infantry, 
33rd Division. His service with the regi- 
ment has been continuous since the war. 
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How about a dip in the huge, glass-enclosed swim- 
ming pool—filled with soft Artesian water, drawn from a 
900-foot well—an indoor swimming paradise with the 
temperature always just right, yet with a wonderful 
beach of sand where delightful sun baths add to the 
charm of a refreshing dip! Just another one of the myriad 
attractions of Biloxi, Mississippi, where members of the 
American Central Field Club will convene next January 
for their annual frolic! And all this is further proof that, 
with the American Central, the best is none too good for 
the fieldman who shows his ability to write good new life 
insurance and to renew what has been written. 


CEZDENS 


Just one of the many reasons why American Central 
representatives are happy and successful. 
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D. WHARTON HAS MADE GOOD 


Cresson, Pa., Part Time Agent Devel- 
oped Into a Vigorous Successful 
Producer of First Rank 


In October, 1914, when Denver Whar- 
ton of Cresson, Pa., became associated 
with the Edward A. Woods Company, 
Equitable Life agency at Pittsburgh, as 
a part-time representative, he was then 
employed as a clerk by the Pennsy!l- 
vania Railroad. Shortly afterwards, 
finding that the life insurance business 
offered greater opportunities, he gave up 
his position to devote all of his time and 
energy to become a life underwriter 
of the first rank. He did not stop with 
elementary and business college train- 
ing but constantly in his spare time 
studied that he might keep abreast of the 
times. He graduated from the Edward 
A. Woods School of Life Underwriting 
and then took an advanced course in 
preparation for the C. L. U. degree. 
He successfully passed the examina- 
tions, and is one of the 36 members in 
the United States who at this time hold 
the degree of C. L. 
Underwriter. 

That he is qualified as an all around 
life man is shown by his production rec- 
ord. His paid production since 1925 
has been better than $300,000 annually. 
Repeatedly he has qualified for the 
Equitable’s Quarter Million Dollar Club 
and is a member of one of the most ex- 
clusive insurance clubs in the country 
—the Century Club of the Edward A. 
Woods Agency. Membership in this 
club is restricted to those agents who 
have placed $100,000 on one life. 


New Buffalo Managers on Duty 


newly appointed managers of 
general agencies are now on 
their respective fields, having 
admitted to membership in 


Two 
Buffalo 
duty in 
just been 


U.—Chartered Life | 


the Buffalo Life Underwriters Associa- 
tion. They are James A. Whitmore, 
formerly agency manager of the Phoenix 
Mutual, who becomes manager of the 
Guardian Life agency in Buffalo, suc- 
ceeding David J. Beck, and Harold G., 


johnson, formerly of Pittsburgh, who 
becomes manager of the Buffalo gen- 
eral agency of the Bankers Life, suc- 


ceeding W. Emerson Bargar. Mr. John- 
son formerly was assistant manager of 
the Pittsburgh agency of the Bankers 
Life. 


Honor 75-Year-Old Agency 
James T. 


The | Phelps agency of the 
National Life of Vermont, which cele- 


brated its 75th anniversary the past 
week, was the guest of the General 
Agents Association of Boston. Charles 


W. Gammons and Howard Edwards of 
the agency were given the place of 
honor. President Fred A. Howland of 
the National Life was present to honor 
the members of the Phelps agency and 
presented Mr. Gammons the original of 
the first policy ever written by the com- 
pany in Boston. 


Callihan Will Speak 

The Pennsylvania State Life Under- 
writers Association will meet in Pitts- 
burgh May 24. T. W. Callihan, di- 
rector of sales research department of 
the John Hancock Mutual Life, will 
be the main speaker on “Selling of Life 
Insurance.” F. W. Ries, Jr., manager 
of the Canada Life in Pittsburgh, is 
president of the association. 





Are you using the Little Gem Life 
Chart? It’s the handiest little helper 
you can imagine. Just a “vest pocket” 


size book, but ity 720 pages will answer 
for YOU those questions of rates, divi- 
dends, costs or policy provisions that 
pop up so unexpectedly. Copies may be 
obtained by addressing The National 
Underwriter Company, 420 East Fourth 
street, Cincinnati, O. 
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PENN MUTUAL AGENTS GATHER 
Wisconsin Association Meets at Madi- 
son—Huttinger and John J. 
Gordon on Program 





MADISON, WIS., May 23.—Almost 


Mutual Agents Asso- 
ciation here last week. There were 
about 40 full-time men and women 
agents from all parts of Wisconsin 
present in addition to members of the 
local agency force, and a large delega- 
tion from Milwaukee. 

S. L. Goldstine, associate general 
agent for the Penn Life in Wisconsin 
and president of the recently organized 
agents’ association, welcomed the agents. 
Paul H. Kremer, general agent at Mil- 
waukee, told of the possibilities of the 
insurance profession, and particularly of 
life underwriting for the individual 
agent, agency and company. 


Wisconsin Penn 


Levitan, Freedy Speak 


An address by Solomon Levitan, state 
treasurer of Wisconsin, was one of the 
features of the morning program, his 
talk being devoted to the life insurance 


field and the service of life insurance. 
Milton A. Freedy, insurance commis- 
sioner of Wisconsin, was the final 


speaker on the morning program, speak- 
ing on problems of the insurance busi- 
ness as seen from his office. 

E. Paul Huttinger represented the 
home office at the meeting. Mr. Hut- 
tinger congratulated the Wisconsin 
agency on its record gain in business 


| 


during the past year, and on the strong 
agency force which has been built up. 
Another inspirational address on life 
underwriting was given by John J. 
Gordon, general agent at Chicago for 


the Home Life of New York. O. 
Classon, superintendent of agents for 
the Penn Mutual Life in Wisconsin, 


100 persons attended the meeting of the | in his address, spoke on the future of 


the agent in the ‘company organization. 
A round table discussion concluded the 
program. 

During the evening agents attended a 
banquet and on Saturday morning, an 


agency school was held under the di- 
rection of Mr. Classon. The session 
treated extensively of the science of 


prospecting, organized sales talks and 
the art of closing. 


ILLINOIS STATE BODY MEETS 


| Ralph C. Lowes of Peoria Elected 

President—Next Convention Will 
Be Held at Springfield 

OFFICERS ELECTED 

c. 


NEW 
President—Ralph 
Lincoln National. 
First Vice-President — Herbert Hen- 
dricks, Decatur, Equitable Life of lowa. 
Second Vice-President—C. C. Weber, 
Springfield, Union Central. 
Secretary-Treasurer—L. P. 
Danville, Minnesota Mutual. 


Lowes, Peoria, 


Livengood, 


The annual meeting of the Illinois 
Association of Life Underwriters, held 
in Bloomington, drew almost as large 
a crowd as the record set at Peoria 
last year—between 400 and 500. 

Eleven of the 12 cities having mem- 








UNDERWRITER 


bership were represented. C. O. Ham- 
ilton, president of the Bloomington as- 
sociation, handled local arrangements. 

State President C. H. DeLong of 
(Champaign presided. At the business 
meeting, the legislative situation in IIli- 
nois was discussed and the activities of 
the organization endeavoring to support 
constructive measures was outlined. 
Mr. DeLong suggested several features 
that would make the organization more 
democratic and enlarge its usefulness. 

Springfield was selected as the place 
of next annual meeting. 

The attendance prize was won by 
Peoria. An interesting feature was in- 
troduced when the different delegates 
arose as the roll of the various associ- 
ations was called and Peoria men 
jumped up from all over the floor until 
over 150 of them responded. This was 
made possible only because of the great 





RALPH C. HOWES, Peoria 
New President 


interest which the Peoria general agents 
took and which was passed on to their 
sub-agents throughout that territory. 

C. M. Cartwright of Chicago, of THE 
NATIONAL UNDERWRITER, was the first 
speaker at the big public meeting. His 
subject was “The Public and Life In- 
surance.” 

E. B. Thurman, Chicago manager for 
the Missouri State Life, spoke on “Our 
Job.” He immediately struck a respon- 
sive note in his delicate handling of re- 
ligious values in salesmanship and in 
life. “A man’s own work, well done, is 
the best religion.” Mr. Thurman em- 
phasized the need of a broad, construc- 
tive viewpoint. “A man’s greatest pleas- 
ure,” said Mr. Thurman, “should come 
out of his own work. His greatest bless- 
ing is to be received out of the work 
ot his own hand and brain. In this 
business a man must grow physically, 
mentally, and spiritually, by his own 
worth. Mr. Thurman’s address, although 
very short, was undoubtedly one of the 
strongest features of the program. 

The next speaker was C. C. Weber, 
president of the Springfield association, 
using the subject “Practical Methods of 
Selling Life Insurance.” He stressed 
the vital importance of the salesman’s 
own mental attitude in achieving suc- 
cess. Mr. Weber has made a fine rec- 
ord in agency building and his leader- 
ship of the Springfield association un- 
doubtedly played a laree part in the 
decision to hold the next annual meet- 
ing in that city. 

The last speaker was Dr. S. S. Hueb- 
ner of Philadelphia, whose subject was 
“The Economic Concept of Life Insur- 
ance.” Dr. Huebner spoke with charac- 
teristic earnestness and made a number 
of personal references which added to 
the effectiveness of his arguments re- 
garding thrift and the basic importance 
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of life insurance as an investment. 
Much credit for the record growth of 

the Illinois association is due to the 

careful foundation laid by Chester QO. 


Fischer and Clinton F. Criswell at the 
time the association was organized, and 
the good will built up by the succeed- 
ing presidents, B. F. McClelland, Darby 
A. Day and C. H. DeLong. Mr. Lowes, 
the new president, has had a large in- 
fluence in extending the activities of the 
state organization during the past two 
years, while he was president of the 
Peoria association and also a vice-presi- 
dent of the state body. 

Clinton F. Criswell, executive secre- 
tary of the Chicago association, retired 
as secretary of the Illinois association at 
this meeting. Mr. Criswell has been 
secretary of the state body since it was 
organized in 1925 and has been one ot 
its prime supports. 


NEW QUALIFICATION BILL UP 


Following Defeat of Former Measure 
in Illinois House Another Modified 
Act Is Proposed 


Following the defeat of house bill 309 
in the Illinois legislature, which was 
the agency qualifications bill, it will be 
rewritten and introduced under another 
number. The bill drew the opposition 
first of the Illinois legal reserve life com- 
panies because of the personal examina- 
tion feature for agents. Heretofore, the 
Illinois companies have been exempt 
from paying license fees or getting 
agents’ licenses. Therefore, the personal 
examination feature was eliminated and 
an amendment was inserted provided 
that an applicant should fill out a blank 
giving such information as the insur- 
ance department required. Roy Juul, 
one of the representatives, an attorney 
in Chicago, fought the agency license 
bill very strenuously on the ground that 
it gave the department authorities too 
much power. An agent's license, he 
pointed out, could be revoked “for 
cause.” There were no definite causes 
given as to reasons for revoking a li- 
cense. He said that political power 
might be used inequitably. In the new 
bill, there will be definite causes for 
revoking a license. 

At the meeting of the Illinois State 
Life Underwriters Association at 
Bloomington last week resolutions were 
passed pointing out to the legislature 
the need of remedial legislation as seen 
in house bill 309. The resolution insists 
that the department of trade and com- 
merce be given more adequate control 
of licensing of agents and regulation of 
life insurance practices. The resolutions 
state that “This concern now manifest 
on part of the life underwriters over the 
state has come about as the result of 
long continued and repeated practices 
from varied quarters which both tend 
to the Jowering of the service to the 
insuring public and subverting the ethics 
of the institution of life insurance ot 
Illinois. 


MIDLAND CLUB IS TO BE 
INSURANCE ORGANIZATION 


A program for developing the Mid- 
land Club of Chicago as an insurance 
man’s organization was outlined at 4 
dinner in the club May 20. Clarence A 
Rich, secretary of the Fire Insurance 
Company of Chicago and president o! 
the club, presided and presented a re- 
port on the facilities which the club at- 
fords as a desirable rendezvous for Chi- 
cago insurance interests. O. W. Bart 
lett, managing director of the club, dis- 
cussed a new financial program and an- 
nounced that an effort will be made to 
obtain 800 new members from the in 
surance business within the next few 
weeks. He announced that 250 new 
memberships had been sold within the 
last 10 days. Several prominent insur- 
ance men present pledged their support 
toward making the club insurance head- 
quarters in Chicago. 

H. W. Carlisle of Marsh & McLen- 
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nan and Secretary E. A. Henne of the 
America Fore companies, both active 
members of the club, will head a group 
of fire insurance men in interesting pros- 
pective members from that class. G. A. 
Mavon, of G. A. Mavon & Co., will be 
chairman of a group to interest the local 
agents, while P. J. Angsten of Angsten, 
Farrell & Co. will head a group of cas- 
ualty men. 

W. A. Miller, general agent for the 
Pacific Mutual Life, will head a group 
of life underwriters and E. C. Budlong, 
vice-president of the Federal Life, will 
work with accident and health under- 
writers. Short talks in support of the 
club as an insurance center were made 
by E. M. Ackerman, secretary-treasurer 
ot the Insurance Federation of Illinois, 
P. J. V. McKian, insurance editor of the 
Chicago “Evening Post,” Robert E. 
Ward of Ward-Richards and others. A 
luncheon meeting will be held at the 
club May 23 to further perfect plans 
for the drive, this to be followed by an- 
other luncheon meeting on June 5. 


Indianapolis Life Meeting 


Salesmen of the Indianapolis Life for 
central Illinois held a meeting at the 
offices of A. H. Kahler, manager at 
Peoria. The business session was in- 
structive and inspirational. A dinner 
was given for the agents. Frank P. 
Manly, president: A. Leroy Portteus, 
treasurer, and W. I. Palmer, agency 
secretary, were in attendance from the 
home office. 


Launches Speakers Bureau 


Elbert Storer, president of the Insur- 
ance Federation of Indiana, announces 
a new bureau to provide speakers on 
insurance topics for civic and other or- 
ganizations throughout the state. Howe 
S. Landers has been named as chairman 
of the accident and fire prevention com- 
mittee and the uniform traffic regulation 
committee. 


Issue Devoted to Insurance 


“ar 


The May issue of “The Cincinnatian,” 
monthly publication of the Cincinnati 
chamber of commerce, is devoted to in- 
surance. Hugh D. Hart, vice-president 
of the Penn Mutual, contributed an arti- 
cle on “Present Day Life Underwrit- 


ing’; T. W. Appleby, president of the 
Ohio National Life, on “History of Life 
Insurance”; Willis H. Hazard of the 
New England Mutual Life on “How 
We Got Our Insurance”; E. R. McAr- 
thur, Cincinnati manager of Ernst & 


Ernst, on “An Accountant’s Viewpoint 
on Insurance,” and R. E. Richman, man- 
ager of the Cincinnati office of THE 
NATIONAL UNDERWRITER, on “Story of 
Fire Underwriting in Cincinnati.” The 
Issue is attracting favorable attention 
among Cincinnati business men. Ad- 
vertisements of a number of companies 
and agencies appear in the issue. 


Aetna Indianapolis Office Moves 


The Aetna Life and affiliated com- 
panies have moved their Indianapolis 
branch offices to larger quarters in the 
new Illinois building at Illinois and 
Market streets, across the street from 
the Traction Terminal building, where 
the offices have been for the past 20 
years, 

_P. W. Simpson is general agent of 
the life and accident department, with 
E. C. Deckard as agency supervisor and 
A. L. Rust as cashier. R. C. Griswold 
IS Manager of the casualty department 
and S. S. Smith is superintendent of 
agents. 


State Farm Life Gets Contract 


Directors of the Indiana Farm Bu- 
reau Federation, meeting in special ses- 
sion in Indianapolis recently, signed a 
contract with the State Farm Life of 
Bloomington, Ill, to give the farm bu- 
reau the agency for the insurance com- 
pany in Indiana. 

The State Farm Life is under the 
same management as the State Farm 
Mutual Auto, for which the farm bu- 


reau has been 
several years. 
than 43,000 Indiana 
company. 

The Bloomington company provides 
a special form of life insurance de- 
signed for farmers and their families. 
All forms of life insurance are included 
in its work. The contract will take 
effect immediately and headquarters will 
be located in the offices of the farm 
bureau in Indianapolis. 


the Indiana agent for 
There are now more 


members in the 


B. M. A. Agents Meet 


The Business Men’s Assurance is hold- 
ing another of its sectional meetings 
this week in Springfield, Ill A. W. 
Hogue, vice-president, H. H. Sprinker 
of the claim department and B. A. 
Hedges, director of field service, are con- 
ducting the meeting. Approximately 100 
agents from Illinois and Wisconsin are 
attending. 


Hall Becomes Broker 


After 10 years in life insurance work 
as a general agent, Arthur D. Hall, of 
Columbus, O., has resigned and is now 
affiliated with a number of old line com- 
panies as a broker in life, accident and 
health insurance. He will have his office 
at 16 East Broad street, Columbus. Mr. 





| Columbus 
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Hall is one of the active members of the 
Life Underwriters Associa- 
tion. 


Penn Mutual Agents Meet 


The Penn Mutual Life agents of Wis- 
consin met at Madison last week and 
heard Solomon Levitan, Wisconsin state 
treasurer, speaker. Mr. Levitan said that 
the idea that the benefit of life insurance 
comes only after death is old fashioned 
and the point that it is one of the best 
savings plans in existence should be 
stressed. 


Owen Speaks in Chicago 


Ernest W. Owen, manager of the De- 
troit office of the Sun Life of Canada, 
made an address before the company’s 
Chicago agency force under the man- 
agement of D. J. Scott last week. Mr. 





Owen used his well known “key” talk. 
Liquidation Bill Signed 
Governor Emmerson of Illinois has 


signed the Searcy bill providing for the 
removal of offices of companies being 
liquidated by the Illinois director of 
trade and commerce to Springfield. This 
bill is to prevent irregularities from 
having the liquidating done at some 
point distant from state headquarters. 
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OFFERS PLAN FOR TEACHERS 


M. L. Palmer Works Out New Bases 
for Retiring Annuity for Lin- 
coln Board 


3.—A plan 
fund, based 


LINCOLN, NEB., May 
for a teachers’ retirement 
on life insurance, has been submitted 
to the local school board by M. L. 
Palmer, general agent for the National 
of Vermont, who is quitting the board 
after six years of work. Under the law 
the board is without power to con- 
tribute any money towards such a fund, 
and Mr. Palmer's plan met the situation 
so acceptably that the board has asked 
the superintendent to study it and make 
recommendations. 

The plan will be offered only to new 
teachers, and provides that when they 
enter the service of the board they shall 
be given the option of taking out a pol- 
icy in a reputable life company provid- 
ing for a minimum life income of $50 
a month beginning at age 60. It may 
contain a disability clause or a life in- 
surance provision if the teacher desires. 
It must be in such a company and of 
such a form as will meet with the ap- 


file with until the term of service ends. 


Will Advance Salary Schedule 


As a consideration for doing this the 
board will advance the teacher one year 
in the salary schedule, which increases 
each year. The contracts with the 
teacher will provide for her retirement 
when she reaches 60. 

“The plan, so far as I know, is not 
in effect anywhere,” says Mr. Palmer, 
“but it has obvious advantages. It calls 
the teacher's attention at the start to 
the necessity of making some provision 
for her later years, and suggests a 
method that would meet the approval of 
the board and to which the board would 
be willing to give some assistance at a 
time when it is most needed. It would 
create a spirit of self-reliance and inde- 
pendence. The average age of teachers 
coming into the big city schools is about 
28 years, and the present salary sched- 
ule, with the assistance offered in the 
way of an advance in the salary sched- 
ule, would enable a teacher to purchase 





the annuity contract outlined—and in 
some instances more—without serious 
sacrifice on the part of the individual 





teacher.” 





proval of the board, and shall remain on | 


It cannot be assigned or hypothecated. | 


NEW SUPERVISOR IS HONORED 


Thirty Salesmen of St. Louis Agency 
of Reliance Life Gather to Greet 
M. D. Flavin 


Thirty salesmen of the St. Louis 
agency of the Reliance Life met in honor 
of M. D. Flavin, recently appointed 
agency supervisor. The St. Louis agency 
includes St. Louis, southern Illinois and 
eastern Missouri. 

Carl M. Kron of the agency depart- 
ment of the home office at Pittsburgh 
was in charge. Short talks were made 


by Mr. Kron, Mr. Flavin, Dr. T. B. 
Butler, medical examiner; L. Rosen- 
burg, agency cashier, and Donald H. 
Clark. 

Charles W. Craig of Pocahontas, II1., 
who has recently joined the agency, 
was also an honor guest. Mr. Craig, 


who claims to be “60 years young” is 
the father of a three-weeks-old daughter 
who is one of the youngest policyholders 
of the Reliance Life. 

Plans were made for sending a large 
delegation from St. Louis to the regional 
meeting in Asheville, N. C., in August. 

Under the direction of Mr. Kron and 
Mr. Flavin, the St. Louis agency of the 
Reliance has added a number of new 
agents, and has acquired additional 


| floor space for the agency in the Rail- 





way [Exchange building. 


Missouri Investment Bill Killed 


The Missouri house of representatives 


killed the senate bill under which the 
Missouri life companies would have 
been granted the authority to invest 


their capital, surplus and reserve funds 
in the stocks of corporations other than 
oil, mining and exploitation companies, 
or those concerns that paid less than 4 
percent in dividends for a certain period 
of time. 

Opponents of the bill feared that the 
life companies would be given too much 


| opportunity to buy stock of a highly 


speculative nature. 


Reinsurance Contract Approved 


The Missouri, Oklahoma and Kansas 
insurance departments have approved 


the reinsurance contract between the 
Commercial Life and the Union Na- 


tional Life, both of Kansas City, where- 
by the Union National takes over all 
the life business of the Commercial Life. 
The Commercial Life has approximately 
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$2,300,000 insurance in force. Chester I. 
Dale is president of the Union National, 


Officials Attend St. Louis Meeting 


Fred A. Howland, president; Edward 
D. Field, second vice-president and Wil- 
liam O. Searle, agency supervisor of the 
National Life of Vermont, were the 
principal speakers at a joint session of 
the St. Louis and Louisville agencies in 
St. Louis last week. They discussed the 
progress that was made by the company 
the past year and the prospects tor its 
future growth. 


Gettys Agency Offers Course 


Llovd B. Gettys, manager of the Sioux 
City, la., executive branch of the Mutual 
Life of New York, has announced the 
opening of a second course in salesman- 
ship to be held evenings at the com- 
pany’s offices in the Insurance Exchange 


building. The course offers principles 
applicable to general salesmanship, 
with T. M. Hubbard, instructor. 
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SOME QUESTIONS PUPILS ASK 


Number of School People Visit the 
Life Department of Cravens, 
Dargan & Co. 


Twenty-five students from the Kin- 
kaid school, accompanied by their math- 
ematics instructor, Miss Scott, visited 
the offices of Cravens, Dargan & Co. of 
Houston, Tex., in connection with their 
study of life insurance calculations. H. 
G. Hewitt, manager of the life depart- 
ment, entertained the group and an- 
swered a long list of questions sub- 
mitted in advance. 

As an example of what boys and girls 
want to know about life insurance the 


The Accident and 
Health Review 


‘“‘A monthly Paper for 
Accident and Health 
Insurance Men” 


The Accident and Health 
Review is the only maga- 
zine published which ex- 
clusively covers the acci- 
dent and health field. 

Agents everywhere are re- 
ceiving new ideas and sug- 


gestions each month 
which close that “hard” 
client. 


You can’t afford not to 
read a magazine covering 


your particular field! 
Subscribe today! 
$2 a year. 


Published by The National 
Underwriter Company 


The Accident and Health 
Review 


A-1846 Insurance Exchange 
Chicago, Illinois 
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Security-— 


@ When the Mutual Benefit was 

: organized in 1845 there were only 

a few Life Insurance Companies 

in the United States. Through 

the Wars, Panics and Epidemics 

of all these years, it has always 

stood safe and secure as a fore- 

most disciple of Pure Life In- 
surance. 


The Mutual Benefit Life Insurance Co. 
Newark, N. J. 
Organized 1845 


























Go Into Business with 
Us on the 


PARTNERSHIP 
BASIS | 





Life Health “Accident 
STANDARD 
SUB-STANDARD 
SUPER-STANDARD 








Onto - Inprana - Micuican - Kentucky - PENNSYLVANIA 
West Vircinia - Texas - Oxtanoma - CatiFornia - ILiinors - Iowa 


Tell it all in first letter 


THE OHIO STATE LIFE INSURANCE 
COMPANY—Columbus, Ohio 











May 24, 


1929 








first list of dianiinde coming from the 
class will be illuminating: 

1. Explanation of the essentials of 
life insurance: 

2. What does of life” 
mean? 

3. People eligible for policies. 

4. Different kinds of policies. 

5. Policies the government gave to 
the soldiers during the war. (a) What 
kind of a policy does an ex-service man 
have? 

6. What overhead is there? 

7. What percent of the premiums 
goes to the agent? 

8. If a man has had a policy for a 
few years and wishes to give it up, 
would he get a refund of his money? 

9. What are some of the rules of 
life insurance? 

Of the 25 visitors it developed that 
seven were carrying life insurance. 


“expectation 





KENTUCKY COMPANIES 
MUST MAKE DEPOSITS 





FRANKFORT, KY., May 23.—There 
must be $21,570,934 of insurance secur- 
ities deposited by domestic companies 
with the state insurance department by 
June 1, according to an opinion by M. 
B. Holefield, assistant attorney general. 
Mr. Holefield said the section of the 
Kentucky statutes covering this point 
applies to domestic as well as foreign 
insurance companies. The amounts that 
must be deposited by the domestic com- 
panies are: Atlas Life & Accident, $100,- 
000; American Life & Accident, $153,- 
329; Commonwealth Life, $7,173,461; 
Domestic Life & Accident, $159,510; 
Equitable Life & Casualty, $100,000; 
Inter-Southern Life, $12,862,694; Ken- 
tucky Central Life & Accident, $707,264; 
Kentucky State Life, $100,000; Mam- 
moth Life & Accident, $114,675; Repub- 
lic Life & Accident, $100,000. 





Pass New Stock-With-Policy Bill 


Life companies doing business in 
Texas are prohibited under the pro- 
visions of a bill passed by the special 
session of the legislature last week from 
selling or giving stock in connection 
with issuance of policies. All companies 





| 


that had made applications for permits 
by May 17, 1929, are exempted from the 
bill until Dec, 31, 1930. 

The bill has been sent to the governor 
for action. 





Honor Carr P. Collins 


Carr P. Collins, head of the Fidelit 
Union companies, Dallas, Tex., was giv- 
en a surprise partv recently on his birth- 
day by the employes of the company. 
Earl B. Smyth, vice-president of the 
Fidelity Union Life, presided. 





Secret Policy Not Legal 


Circuit Judge R. C. Stoll of Lexing- 
ton, Ky., decided this week that a 
woman cannot legally take out life insur- 
ance on her husband without his know!- 
edge and consent, and that a secret 
policy is not legal. This decision was 
handed down in the case of Austin 
Hines, administrator, against the Pru- 
dential Iife. 





Texas Security Mutual Chartered 


The Texas Security Mutual Life of 
DaHNas, which will operate under the 
mutual, level pemium, legal reserve plan 
was granted a charter by the Texas de- 
partment. Incorporators are: Lewis T 
Carpenter, M. T. Carpenter, W. B. Har- 
rell, D. A. Templeton, E. B. Long, Cecil 
F. Hubert, B. J. Cowart, H. B. Fisher, 
all of Dallas, and C. M. Templeton of 
Sweetwater. 





Would Prohibit Misrepresentation 


Issuance and circulation of any state- 
ment, circular or illustration misrepre- 
senting the terms of any life insurance 
policy is prohibited in a bill introduced 
in the lower house of the Texas legis- 
lature by Representative Purl of Dal- 
las, chairman of the house insurance 
committee. 

The bill further prohibits the making 
of any misleading representation or in- 
complete comparison of policies for the 
purpose of inducing an insured person 
to lapse, forfeit or surrender his insur- 
ance. 

The board of insurance commissioners 
may in its discretion revoke the certif- 
icate of authority issued to any cor- 
poration or agent on being satisfied that 
the corporation or agent has violated 
any of the provisions of the bill. 
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FORTY-FOUR PER CENT 
ON POLICY HOLDERS 


The Bankers Life Company established two records in October, 1928, 
“Policy Holders’ Month.” 

The paid-for production of $17,708,649 was the greatest October total, 
and the second greatest total for any month, in the Company’s 
history. 


More than 44 per cent of the October production was written on 
Bankers Life policy holders—another Onward March record. 


BANKERS LIFE COMPANY 


The Onward March Company 
GERARD S. NOLLEN, President 


Established 1879 DES MOINES, IOWA 

















PERSONAL INTEREST— 


There is a bond of sympathetic interest between this Company and its 
Field Men which is forging both ahead. Maybe you could reach a higher 
goal in this atmosphere? 

Possibly your section is open. 
information. 


A. L. Key, President J. M. Mitchell, Agency Manager 


THE VOLUNTEER STATE LIFE INSURANCE COMPANY 


Ciattencagh, Tennessee 


Faithfull ly 5 erving inourere Since 1903 
Operating in Alabama, Arkansas, Florida, Georgia, Lowisiana, Mississippi 
North Carolina, Oklahoma, South Carolina, Tonncewe, Texas ond Virginia. 


A letter, in confidence, will secure this 


DNU 











SUNSTROKE NOT ACCIDENTAL 
Court Holds Insured Cannot Collect on 
Double Indemnity Clause in Life 
Policy 





The death of insured by sunstroke was 
held not to be within terms of double 
indemnity clause of insurance policy in 
Harloe vs. California State Life, Su- 
preme Court of California, 273 Pac. 560. 
The plaintiff brought an action to re- 
cover under a double indemnity clause 
in a policy issued to her husband. The 
insured died as the result of a sunstroke 
which ‘he received in the course of his 
employment in repairing a water line. 

The defendant took the position that 
the death of the insured was not acci- 
dental within the terms of the policy. 
The trial court rendered judgment for 
the defendant. 
court in affirming this judgment said: 

“An effect which is the natural and 
probable consequences of an act or 
course of action cannot be said to be 
produced by accidental means.” 


Coates & Herfurth Move Offices 
& Herfurth, 





Coates consulting actu- 


On appeal the higher- 





| 


aries, announce the removal of their San | 


Francisco office to 114 Sansome street. 
This firm, which also maintains an office 
in Los Angeles at 437 South Hill street, 
is composed of Barrett N. Coates and 
Carl E. Herfurth, with W. C. Green 
as associate. Mr. Coates was formerly 
actuary for the Western States Life and 
Mr. Herfurth was with the Montana 


Life, prior to entering the consulting 
field. Since the establishment of the 
partnership about two years ago with 
a small office in San Francisco, their 
business has grown to such an extent 
that it was found necessary several 
months ago to open the southern Cali- 
fornia branch in Los Angeles, where 
Mr. Herfurth spends the greater portion 
of his time, and the continued expan- 
sion has now made it necesasry to oc- 
cupy larger quarters at the new location 
in San Francisco. 





Reaves Enters Life Field 


Hart W. Reaves of Los Angeles, man- 
ager of the claims department of the 
Union Indemnity in its southern Call- 
fornia branch, is resigning to become a 
broker in his city. He will devote the 
major portion of his time to soliciting 
life insurance in the Penn Mutual Life 
general agency in the Will O. Fergusot 
agency. Mr. Reaves has been with the 
Union Indemnity since November, 1920 
when it was only 10 years old. He has 
served as manager of various claim di- 


visions in Arkansas, Illinois and Cal 
fornia. He was also assistant super- 
intendent of the claim department at 


the head office. 





Investigate Bank’s Activities 


The good practice committee of the 
San Francisco Life Underwriters’ Ass0- 
ciation, composed of President C. W- 
Peterson, Arthur S. Holman and E. H. 
Lestock Gregory, was instructed at 4 


meeting of the executive committee of 
Monday, 


to go thoroughly into renewee 














Char 


persc 
partn 
noun 
of th 
VIsI0!1 
lingu 
in thi 
E. Pt 
of the 
charg 
partn 
his b 
Bri 
to m 
and | 
some 
and 
work. 
South 
rience 


MI 
Maxvw 
Casua 
Mr. ] 
land 
secret 
the fi 
vice-p 
eral n 
45 Sec} 
beginr 
terson 
manag 

Mr. 
Ww eeks 
annow 
indicat 
surance 


IMME 


Che 
from 3 
that to 
low ir 
such c 
vide th 
ensue ; 
date o 
ability, 
holder. 

The 
coveray 
as the 
Policy | 
sum fo; 
bers (] 
~—} 


and o 





1929 


rmits 
n the 


ernor 


delity 
$ giv- 
birth- 
pany. 
f the 


‘xing- 
lat a 
insur- 
now!- 
secret 
1 was 
Austin 

Pru- 


ion 


state- 
repre- 
urance 
duced 
legis- 
' Dal- 
urance 


aking 
or in- 
or the 
person 
insur- 


sioners 
certif- 
y cor- 
d that 
olated 





sulting 
of the 
) with 
their 
extent 
everal 
. Cali- 
where 
or tion 
expan- 
to oc- 
cation 


, man- 
of the 

Cali- 
ome a 
te the 
iciting 
1 L ife 
‘gusodli 
th the 
_ 1920 
le has 
im di- 

( “ali- 
super- 
“nt at 


S 


5 oi 
or the 


tee on 
newed 














24, 1929 


May 








and continued activities of the Bank of | 


Italy, following a rumor that several 


additional life companies are cooperat- | 
Emil Newman was | 
nominating | 


ing with the bank. 1 
appointed chairman of 
committee. 


Faulkner Prepares Course 


Frederick Faulkner, superintendent of 
field service of the California State Life, 
has prepared a correspondence course 
for the agents of that company. There 


the 


LIFE 


are lessons and each agent complet- 
ing the course is given a diploma. The 
course is designed to simplify the work 
of instructing new men, but is written 
in a style interesting to both new and 
| exnerienced agents. 


Goss with Iowa Equitable 


Merle Goss, formerly district manager 
| for Missouri State Life at Oakland, Cal., 
| has been appointed manager at Oakland 
| for the Equitable Life of lowa. 
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J. E. POWELL NOW MANAGER 


Changes Made in Southern Surety Acci- 
dent Department—Watson Powell 
Continues Supervision 


A rearrangement of the home office 
personnel of the accident and health de- 
partment of the Southern Surety is an- 
nounced. Watson Powell, vice-president 
of the company, will continue the super- 
vision of that department but will re- 
linquish some of the duties he has had 
in that connection to his brother, James 
E. Powell, who is promoted to manager 
of the department. J. E. Powell has had 
charge of the agency work of the de- 
partment and has for some years been 
his brother’s right hand man. 

Brooks A. Heath has been advanced 
to manager of claims in the accident 
and health department. He has spent 
some five years in the claim department 
and is thoroughly familiar with this 
work. Paul Sawyer, who goes to the 
Southern with several years of expe- 
rience in adjustment work, has been ap- 
pointed assistant to Mr. Heath. J. E. 
Atwood continues as accident and health 
underwriter. 


H. 0. MAXWELL RESIGNS 
FROM MIDLAND CASUALTY 


MILWAUKEE, May 23.— oO. 
Maxwell, vice-nresident of the Midland 
Casualty, has announced his resignation. 
Mr. Maxwell has been with the Mid- 
land Casualty for 12 years, and was 
secretary of the company from 1919 to 
the first of this year, when he became 
vice-president. In 1923 he became gen- 
eral manager in addition to his position 
as secretary and held that position to the 


beginning of the year, when John Pat- 
terson became president and general 
manager. 

Mr. Maxwell plans to take several 


weeks’ vacation on a motor trip and will 
announce his new connection later. He 
indicated that he will remain in the in- 
surance business. 


IMMEDIATE DISABILITY 
REQUIREMENT DROPPED 


(he Southern Surety has eliminated 
from all of its policies the requirement 
that total or partial disability must fol- 
low immediately the accident causing 
such disability. Its policies now pro- 
vide that total or partial disability may 
ensue any time within seven days of the 
date of the accident causing such dis- 


ability, without penalty to the policy- 
holder. 
Che Southern is issuing a new full 


coverage, straight accident, policy, known 
as the “victory” accident policy. The 
Policy provides payment of the principal 
sum for loss of life or loss of two mem- 
ers (hands, feet or eyes). Half the 
Principal sum is paid for the loss of one 
hat nd or one foot, and one-third for the 
‘8s Of sight of one eye. In addition 
there is an annuity of one-half the 
monthly indemnity paid for the loss of 
two hands, two feet, or one hand and 
one foot, up to five years. Monthly in- 
demnity is paid from the first day, con- 
tnuing up to 48 months. Half indem- 


nity is paid for partial loss of time from 
injury, up to six months. Provision 
is made for payment of surgeons’ bills 
for certain operations, hospital bills and 
nurses’ fees. It is sold in all classifica- 
tions from A to G inclusive, but only 
to male risks. 


FEDERAL CASUALTY TAKES 
OVER INDUSTRIAL BLOCK 


The Federal Casualty of Detroit has 
absorbed the entire monthly premium 
business of the Union Indemnity of 
New Orleans. The Federal Casualty 
thus takes over a very substantial 
premium income and several hundred 
agents. The Federal Casualty has made 
many strides recently. Not long ago 
President V. D. Cliff announced that the 
company would soon engage in the life 
insurance business. 


Opens Commercial Department 


J. Louis McDaniel has been appointed 
manager of the new commercial depart- 
ment of the Dixie Life & Accident of 
Nashville. The agents are now produc- 
ing a goodly amount of this class of 
| business. Mr. McDaniel is extending 
' the agency work in his particular field. 
Special representatives have been em- 
ployed to develop the commercial end 
of the company. 


Entertainment Committee Named 


H. P. Gallaher, president of the Inter- 
national Claim Association, has ap- 
pointed the entertainment committee for 
the coming annual meeting of that as- 
sociation. E. D. Millea, Equitable Life 
in Boston, is chairman, the other mem- 
bers being T. W. Hislop, Great Northern 
Life; R. A. Gowdy, United Casualty; 
Robert M. Sweitzer, Illinois Commercial 
Men's, and R. E. McGinnis. 

The time and place for 
have not been definitely 


Walden Made Manager 


J. T. Walden, who has been serving as 
field superintendent in the Chicago 3 
district of the Western Fidelity Na- 
tional, has been promoted to manager 
of Chicago 1. 

A. H. Andrews has been promoted 
from the agency ranks to fleld superin- 
tendent at Cambridge, Md. 


Has New Railroad Policy 


The railroad department of the Provi- 


the meeting 
selected. 


dent Life & Accident is issuing a new 
indemnity-only policy. While it does 
provide for certain payments for loss 
of limbs, it does not have a principal 
sum. It is especially designed for 
enginemen and train men and is ex 
pected to meet with favor in those 


classes, inasmuch as it offers a form of 
coverage not received in their brother- 
hood organizations. 





Snell Case Settled 


LINCOLN, NEB., May 23.—The case of 
Mrs. Flora F. Snell against the Travelers 
has been settled out of court. Suit was 
brought on an accident policy for $30,- 
000 issued some years ago to N. Z. Snell, 


head of the Midwest Life of Lincoln. 
He died in August, 1928, following a 
long illness that originated in food 


poisoning while on an ocean voyage from 
San Francisco to New York the previous 
March. The policy covered poisoning as 
an accident, but the company argued that 





he had suffered from heart weakness for 
years from an old illness. The plaintiff 
was prepared to show by physician's 


INSURANCE 
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examinations at repeated intervals that 
this was not the case. Mrs. Snell, the 
widow, now owns the controlling inter- 
est in the Midwest, which writes full 
life and accident insurance. 


New Death and Dismemberment Policy 


The National Life & Accident an- 
nounces a new policy Known as the 
“Shield death and dismemberment 
policy.” The premium is $1 per month 
or $12 per year It loss of life, 
limbs or sight by accidental injury. The 
indemnity is increased 10 percent each 
year the policy is continuously in force 
up to five years. If loss occurs after 
five years all premiums paid are re- 
turned, in addition to the accumulations. 
The policy cannot be terminated during 
any period for which premium has been 
paid in advance. It is issued to any one 


covers 


over 15 and under 60 who is sound in 
body and health. The indemnity for 
loss of life, two limbs or sight of both 
eyes in Classes AA and A is $4,000, B 


$3,000, D and E $2,000, X and XX 
One-half of these amounts is paid 
loss of one arm or one leg, one-third 
of one hand or one foot and 
-fourth for loss of sight of one eye 


and C 
$500. 

for 
for 
one 


loss 


Give Detroit Sales Talks 


DETROIT, May 22—A very interest- 


the 


ing meeting developed at monthly 
dinner of the Accident & Health Mana- 
gers Club last week when A. W. Saun- 


assistant manager of the Missouri 
Life, delivered the sales talk used 


ders, 
State 





by James L. Rainey Discussion of the 
various effective sales talks followed 
W. L. Roeser of the General Accident 
demonstrated his “Dollar Sales Talk” 
G. F. Donahue of the Federal Life dem- 
onstrated his “Goose Sales Talk,” and 
&. H. McFarland of the North American 
Accident demonstrated talk using 
values. 

nominating committee 
five directors to serve until 
election in October wo oe 
Connecticut General; R. T. Smith 
William Zell, United States 
Guaranty; A. W. Saunders, 
and B. M,. Stahl, Federal 


his 
basic 

The 
these 
annual 
mond, 
Travelers; 
Fidelity & 
Missouri State, 
Life. 


named 
the 
Des- 


National L. & A. Promotions 


R. T. Harned of Chicago,,No. 1, 8S. A 
La Rue of St. Louis No, 2, C. M. Car- 
penter of Columbus, O., and R. M 
Blakeman of Houston No. 2 have been 
promoted to superintendencies by the 
National Life & Accident in their re- 
spective districts 


Boston Claim Association Growing 


BOSTON, May 22——The new Boston 
Life & Accident Claim Association has 
now enrolled 50 members and is finding 


a useful place for itself in the insurance 
organizations of Boston. The past week 


Harlan 8S. Don Carlos, assistant chief ad- 
juster of the Travelers, addressed the 
members on “Methods and Tactics in 


Disposing of Difficult Claims.” 








Policy Literature. Rate Books, etc. 


PRICE, $4.00 and $2.00 respectively. 





__NEWS | ABOUT | LIFE POLICIES 


| New New Policies, Dadian Rates, Dividends, eeitiiial vn and all Changes in 


Digest” and “‘Little Gem,” Published Annually in May and April respectively. 


Supplementing the ‘Unique Manual- 














NEW TERM RATE IS ISSUED wrees md ne 
! 1 aiver 
—_ Without Waiver and First 
: Disability Only Annuity Year 
Massachusetts Mutual Life Cuts Down Ages Annual Annual Annual Dividend 
the Cost of Its Five Year 50 21.44 25.80 3.56 
51 22.87 27.45 3.68 
Contract 52 24.45 29.25 3.81 
53 26.21 31.26 3.95 
7" - 54 28.12 33.44 4.11 
1¢ Massachusetts Mutua ife has | 55 30.23 85 4.2 
The M husetts Mutual Life | 55 3 35.85 29 
issued a new five-year term schedule, | >& tary twit yt 
. . os ¥.Ue Se . 
superseding rates which have been in | 58 37.90 44.65 4.89 
effect since May 1, 1908, The new rates | 59 40.99 48.20 5.13 
bring the cost of term insurance down | °” 44.40 52.12 5.40 
considerably. They will take effect : lana ‘ 
June 1, but the company has announced American National, St. Louis 
that dividends on term policies issued at The American National of St. Louis is 
the old rates will, commencing June 1, | "°W writing applications for juvenile 
1930, be adjusted to produce a net cost | Policies up to and including $2,000 on 
mirsaster * alle “ith ese availabl the non-medical basis. All the agents 
corresponding with those available at of the company have been given the 
the new rates. It is further stated that | privilege of writing non-medical on 
these new rates are not to be taken as | juvenile, irrespective of whether they 


an indication that it is the desire to 
increase the volume of term insurance. 
Rates are reduced simply to be in line 
with other companies of its type based 
on its own experience. The contract 
remains unchanged. No policy will be 
written for than $2,000. The fol- 
lowing shows the rates for $1,000 with- 
out disability, with waiver only and with 
waiver and annvitv, as well as the first 
year’s dividend: 


less 









With 
With Waiver 

Without Waiver and First 

Disability Only Annuity Year 
Ages Annual Annual Annual Div ide nd 
20 9.37 i $2.57 
31 9.46 $ 9.76 $11.54 2.58 
22 9.53 9.83 11.65 2.58 
23 9.59 9.89 11.76 2.59 
24 9.64 9.95 11.87 2.59 
25 9.68 10.01 11.96 2.60 
26 9.71 10.06 12.07 2.61 
27 9.74 10.10 12.16 2.61 
28 9.76 10.15 12.25 2.61 
9 9.80 10.20 12.36 2.61 
30 9.85 10.27 12.49 2.62 
9.92 10.37 12.65 2.62 
32 10.01 10.49 12.81 2.63 
33 10.14 10.65 13.05 2.65 
34 10.29 10.83 13.30 2.66 
35 10.48 11.06 13.60 2.68 
36 10.70 11.31 13.92 2.71 
37 10.96 11.62 14.33 2.73 
38 11.26 11.97 14.76 2.76 
39 11.60 12.36 15.24 2.79 
40 12.00 12.82 15.79 2.83 
41 12.44 13.32 16.40 2.88 
42 12.94 13.89 17.07 2.93 
43 13.50 14.52 17.82 2.98 
44 14.12 15.23 18.66 3.04 
45 14.82 16.02 19.57 3.11 
46 15.59 16.90 20.58 3.18 
47 16.44 17.87 21.71 3.27 
48 17.38 18.94 22.94 3.36 
49 18.41 20.13 24.30 3.45 





authority as to adult applica- 
tions. However, if the applicant (parent 
or guardian) for a juvenile policy is 
more than 45 years of age and applicant 
insurance is desired the applicant must 
be examined on a regular adult form of 
examination blank. 


have that 


The American National writes non- 
medical on adults between 15 and 45 
years up to $2,000 in those states in 
which this form of coverage is per- 
mitted, 

Mid-West Life 

The Mid-West Life of Lincoln, Neb., 

announces an extension of life and acci 


dent coverage to passengers in airplanes 
that cover regular routes No coverage 
is given on occasional trips, or to pilots, 
mechanics or stock fliers. One of the 
company's new policies is a semi-paid up 
at age 65. This carries a lower rate 
than the ordinary life and at age 65 a 
paid-up policy for half the base amount 
is issued Another is a fully paid up 
policy at 65, with income starting at 60 


or 65 on an annuity basis, with option of 
paid up policy or cash settlement A 
new five-year convertible term is also 


being offered 





Clark agency of the John 
Life, Boston, has re- 
cently organized a class of ten members 
in the agency to study the new training 
course, “The Essentials of Life Under- 
writing.” This course is being offered 
by The Diamond Life Bulletins Service, 
420 East Fourth street, Cincinnati, O 
General agents and managers are wel- 
come to a free copy of the booklet, “The 
Swing of the Pendulum.” 


The Paul F 
Hancock Mutual 
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Help! Help! 


HIS is not a cry for 
help. 


It is an offer. 


We offer to help any 
one who measures up to 
our requirements and who 
is not connected with any 
other company—help him 
to write more business 
and therefore to make 
more money. 


We can’t go out and 
write the business, but 
we can—and yr 
prospects ready to 
written. 


We do this by Direct 
Advertising to prospects 
whose names are sent to 
us by agents. . 

Our system has been 
praised by authorities— 
and, what is more im- 
portant, it has worked 
with marked success for 
those agents who have 
used it according to direc- 
tions. 

It is composed of let- 
ters and booklets on the 
various needs for Insur- 
ance, so that an agent 
may select the material 
which best suits his pros- 


pect. 


Any one, not now un- 
der contract, who wishes 
to learn more of this mod- 
ern way of writing more 
business, will receive the 
facts if he will put his 
name and address on the 
lines below and _ send 
them to us. (Signing on 
these lines will cost noth- 


ing.) 
Name 
Address 


Great Northern Life 
Insurance Company 
110 S. Dearborn St. 


Chicago 
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DIPLOMAS PRESENTED TO 54 


Life Trust Institute of Chicago Asso- 
ciation Ends with Graduation Din- 
ner—Huebner Speaks 


Diplomas were issued to 54 life underwrit- 
ers and trust officers at Chicago at the final 
meeting of the life trust institute, which 
was conducted jointly by the Chicago 
association and a group of downtown 
trust companies. The final session was 
a special meeting at which many mem- 
bers of the Chicago association and rep- 
resentatives from all the cooperating 
trust companies were present. The prin- 
cipal speaker was Dr. S. S. Huebner of 
the University of Pennsvlvania. His 
subject was “Life Values.” 

Eugene M. Stevens, president of the 
Continental-Illinois Bank & Trust Co., 
was toastmaster. About 400 men at- 
tended. S. T. Whatley, general agent 
of the Aetna Life in Chicago and presi- 
dent of the Chicago association last year, 
when the cooperative movement between 
the association and the trust companies 
was inaugurated, was introduced by 
Byron C. Howes, who is now president 
of the Chicago association. Roy L. 
Davis was director of instruction for the 
institute and Clinton F. Criswell, man- 
aging director of the Chicago associa- 
tion, laid out the plan for the coopera- 
tive effort. 

K * 

Pittshburgh.—The delegate body of the 
Pennsylvania State Life Underwriters’ 
Association will meet in conjunction 
with the Pittsburgh Life Underwriters’ 
Association at the William Penn hotel 
in Pittsburgh on May 24. 

The state body will hold its meeting 
at 9:30 a. m. and a combined meeting 
and luncheon for both organizations 
will be held at noon with a number of 
prominent speakers. Over thirty dele- 
gates from throughout the state are ex- 
pected to attend this gathering in 
Pittsburgh. 

Tressler W.Callihan, director of the 
sales research department of the John 
Hancock Mutual will be the principal 
speaker of the occasion, having “The 
Selling of Life Insurance” as his topic 
at the luncheon. 

F. W. Ries, Jr., manager of the Canada 
Life at Pittsburgh, who is president of 
the state association, will preside at the 
gathering and will be on the roster of 
speakers. 

At the morning meeting which is to 
be confined to the state association dis- 
cussion will deal principally with the 
legislative activities which the associa- 
tion is sponsoring, and the proper tppe 
of state legislation in reference to life 
Insurance, 

* *« * 

Boston—James Elton Bragg, general 
agent of the Union Central Life in Phil- 
adelphia, discussed “The Place of Life 
Insurance in the Economy of the Home” 
before the Boston association. Mr. Bragg 
utilized what he called two verbal mo- 
tion pictures in putting his most effective 


story across and emphasized life insur- 
ance as a great shock absorber. 
President William FE. Hewitt § an- 


nounced to the 400 members present that 
the Boston association has increased its 
membership by 100, making the _ total 
paid membership now 612, with 50 more 
members in immediate prospect. 


* * * 


North Dakota—PB. F. Hadley, vice-pres- 
ident and secretary of the Equitable Life 
of Iowa, and Ewen W. Cameron, general 
agent for the company in Minnesota, 
were speakers at a luncheon meeting of 
the North Dakota association May 18 in 


Fargo. Mr. Hadley discussed “Our Busi- 
ness” and Mr. Cameron “Organizing an 
Agency.” 


* * © 

Manchester, N. H.—L. 0. Cooley of the 
Boston office of the New England Mutual 
Life was the chief speaker at the Man- 
chester association this week. L. J. 
Doolin of the Equitable Life has resigned 
as secretary, inasmuch as he has taken 
a position with the Life Insurance Sales 
Research Bureau of Hartford. 





PREPARATION IS ESSENTIAL 





Los Angeles Organization Holds 
Monthly Meeting—Heartman Urges 
Study of Human Nature 


At the monthly dinner-meeting of the 
Life Underwriters’ Association of Los 
Angeles, Myron L. Fairchild, agency as- 
sistant of the home office staff of the 
Connecticut General, spoke. Mr. Fair- 
child dealt mainly with the handicap of 
fear plus lack of preparation and lack of 
knowledge as reasons why men fail. He 
said, in part: 

“Most forms of fear relate very defi- 
nitely to egotism. The reason we hesi- 
tate as life insurance men to do the 
things we ought to do is that we are 
afraid of having our pride offended. 


Deplores Lack of Preparation 


“It seems to me that the greatest 
stumbling block before the average life 
insurance man is lack of preparation. 
Life insurance is a highly developed 
business enterprise and if there is any 
one thing we should do to keep up to 
date with this highly developed enter- 
prise it seems to me it is to devote our- 
selves definitely and seriously to pre- 
paration, in order that we may serve our 
clients in a way that they have a right 
to expect to be served. Life insurance 
kas experienced its greatest develop- 
ment in the last decade. There are a 
great many men in the business who 
will fall by the wayside in this march 
of progress unless they recognize these 
things and do something about it. It 
seems to me we must raise our sights, 
raise our aim and have a more prac- 
tised aim. We must have a new vision 
of our responsibility as life underwriters 
and we must see it as a responsibility 
which carries us to the point where 
every single factor that has any bear- 
ing on whether or not that particular 
man and his family needs life insurance 
has been brought into realization.” 

Dr. J. H. Lee of the medical depart- 
ment staff of the Pacific Mutual Life, 
spoke on “The Selection of Risks.” 

J. S. Ferguson of the Mutual Life, 
related a number of experiences in the 
sale of life insurance. 


Should Study Human Nature 


The meeting closed with an inspiring 
address by Roy H. Heartman, manager 
of the Union Central Life, who appealed 
for the observance of fundamental prin- 
ciples of salesmanship by the men in 
the field who are seeking success in this 
business. “The thing you and I need 
to do,” he said, “is to study human na- 
ture and let people do the thing they 
ought to do. I have asked myself the 
question a good many times—why do 
people buy things? I have my own 
pet theory, which is that the motivat- 
ing reason behind every human impulse 
is selfishness. That can be divided into 
five general classifications or reasons: 
one is pride, another is necessity, an- 
other is fear, another is utility and an- 
other is price. You and I need only 
consider the first three, pride, necessity 
and fear. The five reasons named cover 
the entire category of reasons why peo- 
ple buy things.” 


Spenk for C. L. U. Degree 


Robert F. Freeman, assistant man- 
ager of the home office agency of the 
Pacific Mutual Life, gave a number of 
reasons why more ambitious life under- 
writers should prepare themselves to 
qualify for the degree of chartered life 
underwriter by taking the examination 
next summer. 

Verne Steward of the Provident Mu- 
tual Life explained the advantages that 
will acrue to the life underwriters hold- 
ing this degree, illustrating his remarks 
by reference to the respect in which 





certified public acountants are held by 
business men generally. Mr. Steward 
will conduct a class for those interested 
in qualifying for the examination. 

* * * 

Richmond, Ind.—The recently reorgan- 
ized Richmond association announces 
that plans have been made to hold a 
noon luncheon meeting on the last Mon. 
day in each month. The group recently 
held its first regular meeting when C. A. 
Heckingbottom, president of the Terre 
Haute association, was the speaker fol- 
lowing dinner. He told something of 
the work of the Terre Haute organiza- 
tion. Officers of the Richmond group 
are C. J. Hollaway, president; Donald PD. 
Ball, vice-president; F. H. Gabriel, sec- 
retary, and John Matlack, treasurer. 

*x* * * 

Rhode Island—The Rhode Island as- 
sociation held its monthly meeting at 
Providence with about 60 members pres- 
ent. R. H. Holderness, superintendent 
of agencies of the Connecticut Mutual, 
spoke on the value of keeping a close 
check on interviews and the relation be- 
tween the calls, interviews and cases 
written. 

The next meeting is to be held about 
the middle of June, at which officers will 
be elected. 

* * x 

Erie, Pa.—Anthony E. Keim, cashier 
of the Second National Bank of Erie, 
spoke before the Erie association last 
week. He discussed the advantages 
which banks find in using life insurance 
as collateral for loans. N. B. Magoffin, 
association treasurer, who is going to 
move to Toledo, was given a farewell 
tribute by the organization. W. P. 
Powell, formerly of Cedar Rapids, new 
general agent of the Aetna at Erie, was 
introduced to the local association, as 
was C. R. Pixler of Wheeling, W. Va. 
Mr. Magoffin’s successor. 

* * x* 

Buffalo.—The Buffalo association wil! 
hold its annual meeting this week 
Frank A. Stockwell, platform lecturer, 
will give his address, “That Something.” 
Mason Hatch will give a humorous read- 
ing. Four directors of the association 
will be chosen for three-year terms from 
a list of eight candidates. These are 
Elmer Baase, Fidelity Mutual; James Y. 
Cameron, Jr., Union Central; Edward A. 
Dunlap, Travelers; Edwin C. Haas, John 
Hancock; Ernest J. Hahn, Prudential; 
Charles B. Phillips, Connecticut General; 
Walter A. Schworm, Mutual Benefit; 
Reginald T. Wheeler, New England Mu- 
tual. 

* * * 

Toronto, Can.—The last meeting of 
the Toronto association was addressed 
by Harvey Weeks, general agent of the 
Provident Mutual Life at Buffalo. 

The previous meeting of the Toronto 
association was addressed by Clay W 
Hamlin, general agent for the Mutua! 
Benefit Life at Buffalo, N. Y. 

* * * 

Colorado.—M. Albert Linton, Philade!- 
phia, vice-president of the Provident 
Mutual Life, was the chief speaker at 
a dinner in Denver during the past week 
by the Colorado association. Mr. Lin- 
ton’s subject was “Life Insurance as an 
Investment.” 

Paul P. Prosser, Denver lawyer, spoke 





on “Some Life Insurance Ideals.” 
x * * 
Tulsa, Okla.—N. A. Thompson, pres- 


ident of the Tulsa association, reports 
that the membership quota assigned to 
Tulsa has been more than filled. This 
represents a 50 per cent increase over 
1928 membership. 

* * * 

Southwest Texas—At the regular meet- 
ing last week the following officers were 
elected for the ensuing year: President, 
O. P. Schnabel, Jefferson Standard Life; 
vice-president, O. D. Douglas, Lincoln 
National Life; secretary-treasurer, R. F. 
Palmer, Alamo Life; executive commit- 
tee, P. A. Bennett, Kansas City Life; 
David O. Johnson, Minnesota Mutual; H. 
Oliver Williams, American National. 

A resolution was passed thanking the 
retiring officers for their splendid works 
for the past vear. 

* * * 

Indianapolis—The annual meetinge of 
the Indianapolis association will be held 
in June. Roger B. Hull, managing 4i- 
rector and counsel of the National asso- 
ciation, will be present as the principal 
speaker. A special campaign for new 
members is now on and it is anticipated 
that there will be a good influx of new 
members and that the annual meetin€ 
will be in the nature of a celebration of 
the success of this campaign. President 
Richard H. Habbe has appointed the 
following election committee: Georg? 
A. Maclean, New York Life; George ¥- 
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held by § Jones, Connecticut Mutual, and Joel 
Steward Traylor, John Hancock. 


x * 3 
iterested _ 


Syracuse, N. Y.—The Syracuse associa- 

yn. tion will hold a joint meeting with the 
trust officers of the banks here June 3 

reorgan- § The guest of honor and principal speaker 


Inounces § will be John A. Stevenson, general agent 
hold a § jin Philadelphia of the Penn Mutual. His 





st Mon- fF topic will be “Life Insurance Trust Serv- 

recently Jf ice.” The election of officers will also be A directory of responsible financial institutions that are especially equipped to co-operate with 
ee | hl. life underwriters in creating life insurance trusts, and in handling other estate problems. 
ker fol- Columbus, 0.—C. Brainard Metheny of 





hing of § peaver Falls, Pa., district supervisor of 


rganiza- B the Pittsburgh agency of the Equitable CAI IFORNIA NEW YORK. 








i group Life of Iowa, was the speaker at the 
onald BD. monthly meeting of the Columbus asso- ~ 
iel, sec- iation. He explained the methods he Y The Chase National Bank 
urer. ses in soliciti insure % ~ ~ ‘ , 
eee te eoteiting Snuetamee The oldest Trust Company OP THE CITY OP NEW YORK 


‘ oi TRUST DEPARTMENT 
in the West VICE PRESIDENTS 
Reeve Schley George E. Warren 


SECOND VICE PRESIDENT 
George A. Kinney 





and as- Mason City, Ia.—Benjamin S. Beecher, 
ating at vice-president of the National Guardian, 
rs pres- spoke before the monthly luncheon of 


itendent the Mason City association last Satur- 
Mutua], @ day on forms of settlements in insur- Wells argo an 


: tom ance. a a a and C PERSOBAL TaUsr OFFICER 

ion be- * " ecorge I. Pierce 

d cases Oklahoma City—Joe Nolan of New Union Trust oO. CORPORATE TRUST OFFICER 
York City, director of field instruction SAN FRANCISCO Howard F. Walsh 


Simew 1852 ASSISTANT TRUST OFFICERS 
ae ipiahes Edward S. Dix Oliver B. Hill Vincent L. Bamker 
iver ° L F 4 ick Pint " 


d about for the Equitable Life of New York, 
cers will was principal speaker at the May meet- 
ng of the Oklahoma association in Teast Department established 1892 George J. Runge 


this city. Mr. Nolan told of the change 


























cashier in underwriting methods to keep abreast 
of Erie, of the constant change in all business 
ion last operations. Many underwriters approach 
antages the insurance contract from the wrong 
surance angle, he said, emphasizing the premium ILLINOIS 
fagoftin, end, instead of the benefits for the heirs, 
CHARTERED 1822 
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Western Massachusetts—The 35th an- 


niversary of the founding of the West- Protected Life Insurance Trust safeguards it. 
on will ern Massachusetts association was ob- : NEW YORK 
Hine served at Springfield with a banquet at A Special Reserve Fund of $2,000,000 protects 
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ential; Arthur M. Spaulding of the Equitable 

reneral; Life, who spoke on “How to Become a . ba m 
Benefit; Good Producer,” and I. SS. Kibrick, THE HIS Compan 18 glad to cooperate impar- 
nd Me- TE 1.000,000 proucer of the New York Life tially with all insurance representatives 


at Brockton, Mass., who has earned a PEOPLES TRUST AND SAVINGS on any practical 0 anlie Gun tiem promotion of 


wide reputation in the east for his sales 


ing of talk on prospecting. The afternoon ses- BANK OF CHICAGO life insurance trust business. 























dressed Sion listened to James A. Giffin, agency 
of the school director of the Phoenix Mutual 
Life, whose subject was “You,” and MICHIGAN BOULEVARD « WASHINGTON STREET G C 
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Denver.— The nomination committee : real 
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for the Colorado association has sent in apr age 
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Harry C. Fabling, Pacific Mutual, for |" no nd 
president; Charles J. Griffin, New York | 
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‘ary-treasurer; P. L. Pease, Equitable ‘ ¥ 
Life of New York, Denver, for chairman vn We Be 
r meet- executive committee, and W. R. Wilker- Se 
rs were Son, Mutual Benefit Life, Denver, for 
»sident, hational executive committeeman. 
a Life; ko ok ox 
nee Fort Wayne, Ind.—The Fort Wayne 
oe association held its meeting May 18. 
ae an ae Te ie wae Te 1 copy or 1 
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Joint Committee 
Turns in Report 


(CONTINUED FROM PAGE 3) 


general use. The experience of most 
companies with a definition substantially 
similar to the one proposed has indicated 
that the courts will require this defini- 
tion to be interpreted reasonably in a 
spirit of fairness to the insured and that, 
guided by such experience, the com- 
panies will be able to continue to apply 


this definition to actual cases without 
undue liberality on the one hand or 
undue strictness on the other. One com- 


pany has recently received the approval 
if practically all of the insurance depart- 


ments for a clause recognizing a 75 per- 
cent loss in earning capacity as total 
disability. The committees express no 


opinion as to whether such a provision 
would represent sound underwriting or 
would provide for benefits for partial 
rather than total disability, because they 
feel that this provision would render 
practically impossible the general uni- 
formity which was called for under a 
resolution of the National Convention of 
Insurance Commissioners. 


Should Apply Measures 
to Avoid Over Insurance 


Serious consideration was given to a 
proposed provision requiring a prorating 
of benefits in case these benefits ap- 
peared to be too large in proportion to 
earnings. Certain companies feel that 
some such clause is necessary and 
should be prescribed but the difficulties 

cident to drafting and administering a 
prorating clause are such that up to the 
present time only one company has 
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deemed it expedient to adopt one. In 
view, however, of the strong feeling 
among certain companies that such a 
provision should be incorporated, the 
committees, while not prepared to 
recommend a pro-rating clause nor a 
specific provision therefor, have agreed 
that such a clause might be included 
with those provisions which may be 
necessary to the efficient administration 
of the coverage, and have covered the 
subject in general language under pro- 
vision 15 (e). The committees feel it is 
important that in any event companies 


should apply corrective methods in 
underwriting practices to avoid over- 
insurance. 
Great Advantage Seen 

in Uniform Provisions 

The committees endeavored to pre- 
pare provisions which would promote 


uniformity in principle, with sufficient 
latitude for discretion on the part of 
company executives. While the adop- 
tion of these recommendations will re- 
quire a change in practice and_ policy 
forms, this will be more than offset by 
the great advantage of uniformity, which 
will in turn encourage the development 
of sound underwriting practice and per- 





mit the granting of substantial disability 
benefits with adequate premium rates 
and reserves based upon homogeneous 
experience. 

The recommendations are in the form 
of standard provisions under three gen- 
eral classifications: prescribed, permitted 
and prohibited. The typical benefit in 
acordance with the proposed provisions 
would consist of waiver of premium and 
payment of an annuity of $10 per month 





per thousand, with the first : monthly 
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payment of $10 at the end of four 
months of continuous total disability, 
provided disability occurred before 
age 60. 


Results That Will 
Come from Adoption 


Adoption of these standard provisions 
will have among others the following 
results: 

(1.) Elimination of the “professional 
man’s policy,” the proposed pro- 
visions do not permit payment of bene- 
fits when the insured is unable to per- 
form the duties merely of his customary 


as 


occupations. 

(2.) Exclusion of the payment of any 
disability benefit for the first three 
months of disability—the maximum 


allowance permitting benefits to accrue 
after three months with the first pay- 
ment at the end of four months if disa- 
bility has continued so long. 

(3.) Exclusion of any increasing dis- 
ability benefit such as an increase of 10 
percent after five years and 100 percent 
after ten years. 

(4.) Prohibition of retroactive income 
payments for more than one year on 
delayed claims. 

(5.) Requirement of retro active 
waiver of premium for at least six 
months on delayed claims. 

(6.) Requirement of recognition 
within certain limits of disability oc- 
curring within the grace period. 

(7.) Exclusion of any disability bene- 
fit where disability occurs after age sixty 
except on certain endowments and de- 
ferred annuities. 

(8.) Exclusion of disability claims 
when notice of claim is not submitted 
prior to death and prior to termination 
of disability. 

(9.) Exclusion of benefits for partial 
disability. 

Favor Department Rulings 

Rather Than Legislation 


The two committees unanimously 
favor departmental rulings instead of 
legislation for the purpose of putting the 


standard provisions into effect. This 
procedure would secure greater flexi- 
bility, thus permitting changes in the 


future to meet any new conditions that 


miay arise. 


The indications are that in a great 
majority of the states these require- 
ments can be made effective under the 
existing law. The committees recom- 
mend that, in the few states in which 
such requirements cannot be made 
effective by departmental ruling, en- 
abling legislation be sought. 

The committee has not felt that it 


was wise to suggest a table of net pre- 
mium and reserves until the standard 
provisions governing the terms of the 
standard benefit were finally agreed 
upon. Since agreeing to recommend the 
provisions submitted herewith, the com- 
pany actuaries have undertaken to study 
the available data and hope to make 
definite recommendations with regard to 
net premiums and reserves before the 
end of the year. 

The committees have not felt that the 
additional benefit in case of death from 
accidental means required any specific 
provisions but believe that this benefit 
should be limited to double indemnity, 
as should also accidental death benefits 
to travelers or on account of other 
specified causes. 


A. O. U. W. Adopts Compromise 


GRAND ISLAND, NEB., May 23—The 
grand lodge of the A. O. U. W. has 
quelled the insurrection over rates with- 
in its membership by the adoption of a 
compromise regulation. Two years ago 
the grand lodge sought to put all policy- 
holders on a legal reserve basis, using 
the American experience table, with 4 
percent interest assumption, in order 
that the increase might not be too great. 
The older policyholders protested, on the 
ground that this was making the cost of 
their insurance prohibitive and went to 
law about it. By the terms of the com- 
promise agreement, members past 60 
will be given the option of taking pol- 
icies on the legal reserve plan or on the 
National Fraternal Congress basis, which 
is higher at the lower ages and does 
not bear so heavily on the higher ages. 








Major Problems 
Before Life Men 


(COSTINUED FROM PAGE 4) 


ing a large disability clause with a little 
life insurance added for appearances’ 


sake. 
Must Limit Disability 


The need for watching the financial 
side of the case was also stressed. Some 
basic limitation of disability coverage to 
be granted was generally approved 
though the basis of this limitation could 
not be judged. Again many cases were 
cited to show that a limit in proper pro- 
portion to the applicant’s income and 
worth should be established, as many 
permanent claimants now being carried 
were apparently the result of the open 
invitation to theft in the form of large 
life income offerings. It was here par- 
ticularly that the tie-up with large risk 
underwriting was shown and several 
spoke of the similarity of the two prob- 
lems. What applies to the study of 
large risks governs all disability risks 
and particularly the large ones. It is 
the large disability risk that causes the 
bulk of the trouble and underwriting of 
such cases is the major problem. 


Need for Morbidity Table 


One new suggestion was made by an 
eminent medical director, who suggested 
that disability underwriting is largely 
an actuarial problem and that the actu- 
aries should develop a morbidity table 
upon which selection might be based. 
He said that a mortality table is not 
sufficient and the morbidity table would 
bring out many angles not now clearly 
understood. In all of the items under 
consideration, it was pointed out that 
cooperation was the basic essential to 
ironing out the difficulties and this called 
for the cooperation of actuaries, medical 
men, selection supervisors and home of- 
fice executives. Similar conferences were 
urged for the future, as they permitted 
an unusually free range of opinion and 
an exchange of ideas not bound by the 
usual restrictions. It was definitely sug- 
gested that a permanent organization be 
formed, and this was taken under 
advisement. 


UNIFORM PROVISIONS ARE 
SUGGESTED BY COMMITTEE 
(CONTINUED FROM PAGE 3) 


allowed for disability commencing aiter 
the insured has attained age 60 (except 
in accordance with paragraph 14 here- 
of). 

(18) That the face amount of insur- 
ance shall be reduced by the amount o! 
any disability benefits (except in accord 
ance with paragraph 12 hereof). 

(19) That in the case of life insurance 
policies the monthly income payment 
shall exceed 1 percent of the face 
amount of insurance (exclusive of addi- 
tional accidental death or pure endow- 
ment benefits). 


Deferred Annuities 


(20) That in the case of deferred an- 
nuities with maturity at age 70 or ear- 
lier the monthly disability income pay- 
ment shall exceed one-twelfth of the 
annual annuity or in the case of de- 
ferred annuities with maturity at a later 
age a monthly income disability pay- 
ment shall be allowed. 

(21) That income payments shall be 
made for any part of the first three 
months of total disability or for any 
fractional part of a month thereafter. 

(22) That income payments shall 
made retroactively for a period of more 
than one year prior to written notice 0! 
claim to the company or in any case 
for any part of the first three months 
of total disability. 





The Fraternal Digest is designed esPe- 
cially for the “old line” man to enable 
him to answer any question regarding 
the forms of insurance issued by the 
Fraternal Societies and Mutual-Life of 
Assessment Associations. Copies may b¢ 
obtained by addressing The National 
Underwriter Company, 420 East Fourth 
street, Cincinnati, 
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Methods Used in Wooing 
Veterans of an Agency 


By WILLIAM F. MARQUET 


Agency Supervisor, Equitable 


Have you not often visited, as guest, 
the home of an acquaintance of yours 
und found within those portals an 
elderly, stooped gentleman, who was in- 
troduced to you as “And here is gran’- 
laddy?” With that perfunctory intro- 
luction, have not your hosts, in the ma- 
ority of instances, promptly forgotten 
the presence of the bearded patriarch, 
und lavished all their attentions upon 
you—the guest and newcomer? That 
situation is a picture, and we know that 
the colors too often have proved true. 


Fundamental Principles 
in Agency Building 
But where does the agency manager 

or general agent, with his troupe of un- 

derwriters, step into the picture? 
Briefly, let us restate some funda- 
mental agency-building principles and 
procedures. The work of the manager 
is divided roughly into three all-impor- 
tant duties: administration, supervision, 
und securing agency replacements or 
recruits. Exhaustive studies pursued by 
the Life Insurance Sales Research Bu- 
reau indicate, for instance, that at least 

*8 percent of the manager’s time is de- 

voted solely to hiring agents and train- 

ing them 

In other words, approximately three- 
quarters of the manager’s time is left 
for administrative, supervisory, and 
equally important “humanizing” duties. 

Now the question arises, “How much of 

that time is devoted to cultivating the 

old, veteran agents? How much con- 
structive, idea-building time is at the 
disposal of the man who has been with 
an agency 10, 15, or 20 years, or longer? 

We believe that the answers to those 

Ms are suggested in the first 

paragraph of this article. The average 

veteran gets as much time as the octo- 
genarian introduced with a luke-warm 

“And here is gran’daddy.” What indi- 

cations have we that that condition ex- 

ists, not as a theory, but as a 


questi 


Life of New York at Syracuse 


| sidious, 


slow-killing condition which, 
after all, cannot conduce toward moti- 
vating the full measure of efficiency in 


the “Old Guard.” 

No one way is best; the remedy 
probably lies in a multiplicity or combi- 
nation of alleviating prescriptions. By 
way of suggestion, however, we will 
| recite two recent efforts made to pro- 


Further why should that condition not | 


exist? 

Several factors, both of routine and of 
psychological nature, tend to militate 
subtly against the older man in the 
agency, and tend to thrust him by indi- 
rection into the background. 

First, the old agent is established in 
his profession and is acceptably trained. 
It is necessary, therefore, to devote lit 
tle, if any, time to him on that score. 

A more important reason is that the 


mote the solidarity and maximum good- 


will of a group of veteran producers 
Both attempts were conspicuous suc- 
cesses, for they turned the spot-light 
upon the veteran writers; they were 
kings for a day. 
Method Pursued in 

Stimulating Interest 

Early this month the agency man 
ager sent letters to all the members of 
his organization, 10 in all, who had 
served continuously for 20 or more 


years, inviting them as guests of honor 
to attend a private luncheon. The ag- 





chord everywhere. 





William F. Marquet, who has had much experience as an agency super- 
vigor in training and developing agents, makes some observations on stim- 
ulating business from the older men in an office that will strike a responsive 
As Mr. Marquet points out, the tendency is to spend 
the great bulk of time on training new men, schooling them in the art of 
salesmanship and applying its principles to life insurance. 
veterans of an agency are often allowed to go to seed. While they may have 
been good producers in the past some of them are on the decline. 
Marquet presents a practical method followed in his own agency in showing 
what can be done toward stimulating interest among the older men, in- 
creasing their production and making them more valuable to the agency as 
well as contributing to their own welfare. 


In this way the 
Mr. 








veteran underwriter, in a_ restricted 
sense, is normally out of the spotlight 
so far as the manager’s time is con- 





fact? | 


cerned, because new men are constantly 
entering the agency. They are being 
trained, coddled, and initiated into the 
underwriting profession. 
positive action of concentrating upon 
the new man has its negative effect in 
that it tends to move the older agent 
into a relatively obscure position. We 
cannot accept one side of a coin with- 
out accepting the obverse side. 
* * * 


SECTION II 


If there any element of truth to 
the foregoing observations, it is encum- 
bent upon us, therefore, to cast about 


is 


Naturally, the | 





gregate length of service represented | 
bv the 10 underwriters covered a span 
of 299 years. 


Home Office Attitude 
Revealed in Letter 


Meantime, the vice-president of the 
company had been acquainted of the 
project, and he wrote to the manager a 
letter which was read at the 
luncheon. 
letter might be of interest, for 
veals the home office attitude 
such undertakings. 

“I have just been advised of the invi- 
tation you have extended to the veteran 


it re- 
toward 


veterans’ 
Perhaps an excerpt of the | 


members in the Syracuse district to have | 


a meeting, including luncheon. I know 
some of that list of 10 and they are 


for ways and means to remedy an in- | among my old time friends in the serv- 





ice. I think your plan to have them to- 
gether is one which should be emulated in 
all agencies. (Italics are ours.) 

So much for the method employed to 
“build up” the older agents. Now, what 
about the results? Broadly speakine, 
invaluable publicity attended the proj 
ect; the company, the agency, and the 
individual agents were placed in the 
limelight. Second, the veterans real- 
ized that they were not mere outmoded 
supernumeraries, but were stellar per- 
formers, whose efforts were being ap- 
preciated in a tangible way. Third, the 
project enhanced the self-esteem of the 
veterans individually, and _ increased 
their prestige as a class. In a word, the 
veterans were officially recognized and 
honored. And what human being 
not thrive on praise? 


does 


* * * 
SECTION III 


Che preceding section has dealt with 
a method to play up underwriters as a 
group of people who are linked to each 
other by some identity of interest or 
community of experience. This method 
of stimulating veterans, however, can be 
applied similarly to the individual pro 
ducers. Underwriters “vulnerable” 
both singly and collectively 

An experiment of that type was per 
formed several weeks ago Geneva, 
N. Y., and forcefully demonstrates the 
possibilities of developing those human 
which do not appear the 
ledger. In Geneva lives an underwriter 
whose span of active just 
passed the 30-year milestone. We must 
remark, parenthetically, that his pro 
duction was not conspicuously above the 
average prior to his “integration 
publicity.” 


Publicity Project for 
Community Advertising 


When an unusual, publicity-minded 
chamber of commerce official was ap 
prised of that underwriter’s 30th service 
birthday, he decided that the moment 
was opportune to promote a _ publicity 
project which would capitalize that 
agent’s splendid community record, and 
at the same time, “boom” the town 
The 30th anniversary campaign was 
born almost spontaneously First, an 
advisory committee comprising 50 of 
the most prominent business and pro 
fessional men of the city was 
to champion the veteran’s caus« 
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ordinating and directing the work of 
the committee was “Deak” Welch, foot- 
ball coach of Hiobart College and presi- 
dent of the chamber of commerce. 

The ingenious plan was ballyhooed 
and promoted with artful finesse. First, 
a full-page advertisement announcing 
the campaign was run in the press. Em- 
phasis in the ad was placed on the 
man’s many years of service in the com- 
munity, both as an underwriter and as 
a civic luminary. 

A special poster was prepared, car- 
rying the veteran’s photograph and the 
names of the citizens composing the 
backing committee. This poster was 
attached to every insurance application. 


Printer’s Ink Always 
Gets in Its Work 


The campaign proper was launched 
by a banquet in the leading hotel, and a 
vice-president of the company was pres- 
ent to deliver the principal address. 
Naturally, that one feature of the day, 
in a small city, warranted a good-sized 
spread in the press. 

Instead of launching the campaign 
and then permitting the underwriter to 
write what he could from the initial 
momentum of the drive, publicity ac- 
companied every step and development 
in the campaign. As we know, the lib- 
eral use of printer's ink has a baffling 
way of winning our allegiance. For 
instance, one story gave a résumé of 
his many civic contributions; another 
presented a picture of life insurance 
sales methods of thirty years ago; and 
other stories featured the sentimental 
aspects of the campaign. Newspaper 
stories thus kept the campaign “alive” 


for a month. 
OK * ok 


SECTION IV 


In the writer’s organization, a com- 
parison of the production records of 52 
veteran underwriters brought to light 
one of the most fascinating accomplish- 
ments ever performed in that agency. 
Those 52 agents comprised the entire 
veteran personnel of the agency in Jan- 
uary, February, and March of 1928. 
Their production in those months was 
compared with their production during 
the same months of 1929. It was dis- 
covered that they had increased their 
average production 183 percent during 
the first quarter of 1929! 

The actual figures are as follows: In 
the first quarter of 1928, their combined 
production was $680,000; in the similar 
period of 1929, their production totaled 
$1,922,750 of paid business. Of the 52 
agents in question, only four fell below 
their 1928 level. It is apparent that the 
increase was not confined to a fortu- 
nate few, but was distributed among all 
but four agents. 

Many reasons, undoubtedly, can be 
advanced for such a complete reversal 
of form. In seeking to discover the all- 
important reason for the magical 183 
percent, it was learned by investigation 
that the veterans had reallocated their 
goals when they were cultivated both 
as a group and as individuals. The 
“cog in a wheel” notion was not just 
preached to them; it was practised. The 
older men were hoisted bodily upon 
pedestals; their ego was inflated, in 
consequence, to a point of inspiriting 
self-consciousness. Above all, they were 
indoctrinated with the idea that, just 
as they had revered the men of ex- 
perience when the former came into the 
business, the new men of today re- 
spected them, and were guided in a 
large measure by the enthusiasm and 
performance of the “Old Guard.” 


Many Factors Used in 
Recognizing Veterans 


Briefly, many trifling, as well as 
prime, factors helped to bring the vet- 
erans to a recognition of their para- 
mount importance in the organization. 
The services of the veterans, for in- 
stance, were made use of in all of the 
agency training schools; they were in- 
vited to present their selling methods 
and ideas to the “rookies.” The self- 
respect and the reputation of the vet- 


erans were immeasurably enhanced by 
the delicate flattery imbedded in the re- 
quests that they aid the agency in- 
structor. As an added benefit, the new 
members of the organization were un- 
consciously impelled to further respect 
the knowledge and experience of the 
veterans. 

In conclusion, the dominating idea of 
this suggestive sketch may be summed 
up in the observation that the aggre- 
gate training and experience of the 
older men in an agency constitutes an 
investment of time and money that 
should be compelled to yield the high- 
est dividends in production and in cre- 
ative enthusiasm. The function of an 
old agent is not merely to sell, but to 
inspire and encourage beginners; the 
veteran is a business stimulator as well 
as a business getter. 


Can’t Collect Tax 


Assessments the 
Moines against the Brotherhood of 
American Yeomen were ordered set 
aside by a district court decision in Des 
Moines recently. 

It was held that the county treasurer 
could not collect the assessments be- 
cause the brotherhood was exempt 
from taxation by the sate law. The 
decision in the Yeomen case was based 
on findings by Judge Shankland that 
the brotherhood was a “fraternal bene- 


by city of 


ficiary association” and not organized 
for “pecuniary profit.” 
A widow, in want, can understand 


and appreciate the benefits of life in- 
surance to a greater extent than any 
man that ever lived. 





Connecticut Mutual Is 
Advancing Two Men 





The directors of the Connecticut 
Mutual Life have made Albert M. Hills 


assistant secretary. He entered the 
company’s employ Sept. 26, 1890, as 
stenographer, later becoming privat 
secretary to the late Dr. George R 
Shephard, medical director. He sub- 
sequently became chief clerk of the 


medical department and was appointed 
supervisor of applications in 1920. In 
that capacity he was supervisory officer 
of the medical department. 

Thomas K. Dodd, who has been em- 
ployed in the underwriting department 


for the past five years, is appointed 
supervisor of applications, the positio 
formerly held by Mr. Hills. Mr. Dodd 


entered the employ of the company e 
1, 1920, in the actuarial department, | 
mediately following his graduation hone 
Yale. Mr. Dodd was transferred fron 
actuarial work to the underwriting de. 
partment in 1925. 


Rogge Writes a Book 


Charles P. Rogge, who is connected 
with the R. H. Keffer agency of the 
Aetna Life in New York, wrote a book 


| for private distribution entitled, “It’s 


All So Easy When You Know How.” 
Last year he wrote more than $1,000,000 
of life insurance a month and employed 
very unique and effective methods. The 
book comes from the press of the 


| Spectator Company. 














ACTUARIES 








CALIFORNIA 





C oaTEs & HERFURTH 
CONSULTING ACTUARIES 


Barrett N. Coates 354 Pine St. 
Cari E. Herfurth San Francisco 





ILLINOIS 


ONALD F. CAMPBELL 
CONSULTING 


ACTUARY 
100 N. La Salle St. 
Telephone State 7288 


CHICAGO, ILL. 











H ENRY R. CORBETT 


Actuary 
Specializing on Pension Funds 
175 W. Jackson Blvd. CHICAGO 








A. GLOVER & CO. 
© Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 








INDIANA 


AIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 


Omaha, Kansas City 











ARRY C. MARVIN 

Consulting Actuary 

2105 North Meridian St. 
INDIANAPOLIS, INDIANA 














IOWA 





RSTON L. MARSHALL 
CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 





MISSOURI 
Ass Cc. GOOD 
Consulting Actuary 
404 R. A. Long Bldg. 


Tel. No. Harrison 4899 
Kansas City, Mo. 











OHN E. HIGDON 


ACTUARY 
317 Shukert Bi Kansas City, Mo. 
6 -» St. Louis, Mo. 





NEW YORK 





M*™* M. Dawson & Son 


CONSULTING 
ACTUARIES 


88 W. 44th St. New York City 








OODWARD, FONDIL- 
LER and RYAN 


Consulting Actuaries 
Insurance Accountants 
Richard Fondiller Harwood E. Ryos 
Jonathan G. Sharp 


75 Fulton Street 








New York 
OKLAHOMA 
J. McCOMB 
COUNSELOR AT LAW 
* CONSULTING ACTUARY 
Reserves , Surrender 
Values, etc., Valuations 
and minations Policies 
and all Life Insurance Forms Pre- 
The Law of Insurance & 
7. 
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Keeping the New Year 
Free From Errors 
















You may be finding it a hard thing to do, this matter of keeping 
1929’s pages fair and free from blunders. This year’s decisions you 
wanted to be wise ones. 

If choosing a company is one of the decisions you must make 
now, there'll be no regrets if you decide on one that helps its agents in 
every possible way. 

The Springfield Life offers real cooperation to every agent who 
casts his lot with us. You will receive help in finding prospects, and 
you will have an interesting range of policies to cover the needs of pros- 
pects and to help make them your clients. 

Write us if you are ready to begin work as a life underwriter. We 
want to tell you about our service. 


“Serve and Succeed with The Springfield Life’’ 


SPRINGFIELD LIFE INSURANCE COMPANY | 


Home Office: SPRINGFIELD, ILLINOIS 







































Jackson or Hattiesburg 
in Mississipp!1 





An attractive General Agency opportunity will be open 
in each of the above places early in 1929 for the right men. 


The Company—$160,000,000 of Insurance in Force— 
Assets $18,000,000 — purely mutual — growing — and 
having the most definite aids for selection, education 
training and supervision of agents. 


WRITE 


THE MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY 


Saint Paul, Minnesota 
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What Every Agent 
Wants 


A capable, ambitious life in- 
surance agent isn’t looking for a 
soft job, from which a benef- 
icent home office has carefully 
removed every annoying difficulty 
and tiresome detail. He prefers 
to think that his own ability, re- 
sourcefulness, and energy play a 
necessary part in whatever suc- 
cess he achieves. 


He expects to be supplied with 
the means of employing his tal- 
ents most effectively; a variety 
of policy contracts to meet every 
need of men, women and chil- 
dren; policy features which win 
the interest of prospects ; a com- 
prehensive program of service to 
policyholders amply supporting 
all of his promises. 

















He appreciates attractive ad- 
vertising material, direct mail 
and sales helps, but does not in- 
sist that these must do the whole 
job without any effort of his 
own. He wants liberal but not 
excessive commissions. He does 
not relish the usual type of in- 
spirational bunk, but is grateful 
for practical suggestions, and 
helpful stimulation that adds life 
and interest to his routine task. 

He insists on company man- 
agement that is conservative, yet 
alert to progressive thoughts and 
ideas; that makes promotions 
from its own ranks; that is sin- 
cerely interested in him and his 
progress, and always extends a 
hand to help him make good. 

These are the things desired 
by earnest, self-reliant agents. 
They are the things that Peoria 
Life agents receive. Hence the 
Peoria Life family of satisfied, 
successful agents. 

















Peoria Life Insurance Company 


PEORIA, ILLINOIS 











